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No. 27 Garage Door Latch 
Push : 


For Swinging Doors 


or Pull? 


Friend Dealer, look around your 
store. Your customers always buy 
because they are pushed by neces- 
sity or pulled by desire. 


Does your stock push or pull? If 
you had the only store in town, 
you could prosper by your custom- 
er’s necessities. You could stock 
almost anything—they would be 
compelled to buy. 


But now your profits depend 
more upon desire. Your stock 
must pull upon your customers. 
They can be pushed only just so 
far—in the long run, desire spends 
more than necessity. 





Look at your stock again. Push 
or Pull? The National way is to 
combine necessity with desire— 
push and pull. 


We produce a line people must 
have. But there are cheaper, in- 
ferior goods of the same line. So 
we make the best—the kind that 
combines pride with service. 


No. 27 Garage Door Latch 
makes every customer feel the 
quality it will give his garage. He 
can never be too busy, too pre- 
occupied, to get the thrill of its 
aristocratic grace and power. 





It is for either right or left hand doors. It is packed with screws, ready to 
put on. 


It is finished in Japan, Dead Black Japan, Sherardized and Dead Black 
Japan, Sherardized and Plated any finish. 


National Deals with the Dealer, for your augmented profit. Write for com- 2 
plete catalog and price list, today. 


National Mfg. Company 


Sterling, Illinois 
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How Bunting Boosts 
Builders’ Hardware 


By MABEL HENNESSY 


Advertising Manager, Bunting Hardware Co.., 


Kansas City, Mo. 


R. HARDWARE DEALER, are you getting 
your stocks in order, your pencils sharpened, 
your order tabs in readiness for an ava- 

lanche of builders’ hardware and paint business? 
It is bound to come just as soon as old man Winter 
bids us adieu, because the reconstruction period will 
affect the hardware and paint business more directly 
than any other. You should be prepared to meet it. 

The Federal, state, county and municipal govern- 
ments are now planning how to supply increased 
employment for the returning soldiers. And _ it 
has been decided that one of the best ways to ac- 
complish this result is the building of roads, erect- 
ing new buildings and remodeling the old. Builders 
and contractors have long been idle on peace-time 


The table is always clear ready for archi- 
tect’s plans or specifications 


























Everything ready for comfortable selection 
of builders’ hardware at Bunting’s 


work and have already begun to work on blue prints 
for new residences, churches, theaters, apartments 
and government buildings. 

Are YOU prepared to submit bids and are you 
lining up all of the new building projects that will 
commence in your city in the spring?. 

Many orders will be coming in unsolicited. Many 
others will be landed by the hustler. Price competi- 
tion will be disregarded to a great extent. Prompt 
deliveries and quality will be the main consideration. 
You should now set yourself a high goal and strain 
every point and effort to reach it. 


Card Index the Prospects 


O not wait until the end of the year to figure 

your results. Start in to-day with a memo- 
randum book, or better still, a card index system. 
Fill out a card for every job of building or remodel- 
ing that is reported in your city or in any nearby 
city, and get after it. 

On this card write the name of the owner, the 
builder or architect, what the building consists of, 
whether brick, frame or stone, and when the work 
will probably start. The city newspaper, or city 
permits, will record most of this information. 

Circularize the owner, builder and architect with 
letters and booklets calling attention to your com- 
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Installed for a week, this trim sold 80 per cent of the 
Bunting door-closer stock 


plete stocks, their quality and dependability, and 
also to your willingness to submit bids on all small 
or large jobs. 

You may also find news of important buildings 
to be erected in the near future, together with de- 
tails for your card index, in contracting and build- 
ing journals. We select only the worth while 
jobs, and go after them first with letter. Our 
outside salesman also gets in touch with owner, 
architect or builder with a view to submitting esti- 
mates and becoming acquainted generally. It is 
always best to have the customer feel that he per- 
sonally knows some individual in your store upon 
whom he can call and depend for service. 

One valuable fact that cannot be overlooked is the 
importance of seeking the friendship of carpenters, 
machinists and all workmen on various jobs. You 
will find this friendship profitable to your tool de- 
partment. This class of people enjoy trading where 
they are known and made comfortable. 

it is not practical, as a rule, to advertise a build- 
ers’ hardware department in the newspapers. The 
field is too large. It is much cheaper to do direct 
advertising to the man interested in this class of 
material. It does pay, however, if you happen to be 
carrying a line of nationally advertised hardware, 
to link up with the national advertising done by the 
manufacturer. 

Pulling in Small Sales 

FoR instance, in our case, we occasionally run a 

slug at the bottom of our ads immediately above 
the signature, ‘Exclusive Distributors of Blank 
Hardware,” and thus reap what benefit we can from 
the thousands of dollars spent in national advertis- 
ing. The advertising of these builders’ hardware 
manufacturers not only help sell builders’ hardware 
but it also builds up prospects for padlocks, night 
latches, door knobs and door closers, any of which 
single items may be sold to almost any home owner 
at any time, if properly presented. 

If You Fail, Learn Why 

‘'T’O return to the card index: Make a notation on 

card showing the amount in dollars and cents 
in which you are interested in this particular order. 
If you make a sale indicate the amount of the in- 
voice. If you fail to get the order investigate and 
learn the reason why. If your merchandise is not 
wanted you should immediately get at the seat of 
the trouble. It may be that your merchandise or 
service was presented at a disadvantage. It may 
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be that your outside salesman is at fault. Perhaps 
you figure a margin of profit that is too high. 

Do not be satisfied with even one failure. Do 
not immediately forget it and encourage yourself 
only with the thought that you will be certain to 
land the next prospect. Learn why you fail and 
go after the next prospect with a better gun and 
better ammunition. 

Figure up the total number of buildings erected 
this year. Then decide whether or not you received 
your share of the business as compared with the 
number of buildings erected last vear and the 
amount of business that was done by your store 
in that year. 

In the Bunting Store 
( RDER and method is maintained in the arrange- 
ment of the Bunting Builders’ Hardware De- 
partment—not only in the sample rooms, but in the 
stocks in the salesroom. All goods are accessible 
at all times. 

Locks and door closers are set up for immediate 
demonstration purposes. <A large table is kept 
cleared for the plans of the builder or architect. 
Everything possible is done for the customer’s con- 
venience, 

We always endeavor to sell other merchandise, 
particularly to all apartment builders. In many 
cases where we have lost the hardware end of it we 
have received the contract to install all of the stoves 
and refrigerators, and some of the utensils. This 
end of the business has been entirely satisfactory 
in this day of many apartments. We have our name 
plate conspicuously placed on this class of mer- 
chandise, which serves as a standing billboard in 
the different apartments for years to come. 

A Door-Closer Window 
‘Tae window illustrated was installed for seven 
days and was instrumental in selling 80 per 
cent of our door closer stock in less than two weeks. 
Many housewives and office men apparently were 


Linking up with manufacturers’ advertising 
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entirely unaware of the fact that a door closer could prospect of erecting a fine new home we know 
be installed after the building had been erected. that you would find a visit to our store inter- 
They were immediate purchasers. esting and suggestive. Following is a brief list 
This window also sold many door knobs—espe- of equipment selected from our stock that would 
. . F : : ‘ontribute the beauty, comfort and conve 
cially for milady’s boudoir—as she saw some par- err inaivagee adie innyeliprering. ile 
; ; ‘ fem . : nience of an up-to-date residence: 
ticularly pleasing design. “The figures in the back- ; j ; ; 
: ei — ; a " Builders’ hardware and imported French 
ground were constantly in motion. They were os we . 
ghaatteinaliee had : oe had } tt ti Hardware, Bathroom Fixtures, Paint and Vat 
> tpies , ¢ ‘ ‘ acte > ¢ » ( P . . s 
“n pera OG BNC AULracred MUCH ALwention. nish, Screens, Refrigerators, Ranges (gas, 
A Couple of Form Letters coal, combination, electric, oil), Kitchen Cab 


TAT : ‘ . . inets, Fireless Cookers, / lil Ware and 
OLLOWING is the “copy” used in two form let- - > I ireless cokers Alun — — we 
all Kitchen Utensils, Electrical Appliances, 














ters that we have used to good advantage. The Washing Machines (electric, hand, water “aad 
first has been sent to pave the way for an order engine), Garden Implements, Cutlery and 
on builders’ hardware. The second helped sell many Community Silver, all Household Tools. 
home supplies in addition to finishing hardware. ‘ ‘ 
If you have certain purchases in mind and 
Dear Sir— * would like to be informed concerning our stock 
@ When you are ready to select the hardware before making a personal inspection, telephone 
for the new building you are to erect we would us and we will send descriptive circulars. 
be glad of an opportunity of figuring with you. With the hope that we may be of assistance 
Our stock of Finishing Hardware meets to you in the satisfactory completion of your 
every requirement of appearance, architectural home, we are, 
style, convenience, reliability and price, and the Sincerely yours, 
mounted samples in our display 
rooms are so arranged that you The open-face cases and drawers hold a complete line of samples 
can easily make a satisfactory 
selection. : ae ————— 


Within the past few years an 
added touch of beauty or con- 
« venience in decoration, finishing 
§ hardware or lighting is often- 
times directly responsible for 
the easy and satisfactory dis- 
posal of the building—particu- 
larly rental property. 
\ An inspection of our merchan- 
dise could hardly fail to prove 
interesting and suggestive as 
our stocks are now complete and 
attractive. With the hope that 
we may have the pleasure of 
serving you, we are, 
Sincerely yours, 
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Dear Sir— 
Now that you are enjoying the 
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Never Comes Out 


The “Why” and “How” of Success in Hardware Retailing Answered by 
President J. C. DOHERTY, 
Palace Hardware Co., San Francisco 


HEN J. C. Doherty, president of the Palace others. Since the day he first opened his doors 
V V Hardware Co., San Francisco, passes along the “Palace” business has steadily grown. Mr. 

profit pointers on hardware selling the Perine’s successors have incorporated new ideas 
trade can well bank on his suggestions as being all as changing conditions have opened new oppor 
wool and a yard wide. He knows hardware. In tunities, but the policy of the founder of the busi 
fact, since the “Palace” business was started by ness remains the keystone of the “Palace” policy 
J. H. Perine back in 1880 the store has fairly to-day. 


bristled with good ideas, and with perennial suc The hardware man’s big job is selling —his great 

cess. Mr. Perine had worked for many years in est asset is salesmanship. 

one of the pioneer hardware stores of California, Mr. Doherty realizes that fact fully--and so when 

and when he opened his own store he built it around he says “We find our big display counter the best 

those ideas which he had seen spell success for salesman we have,” the statement means a_ lot. 
There are some mighty good salesmen who are 

— : helping build the Palace business, but the top- 


notcher of the lot is the husky, silent wooden fellow 
illustrated in detail on the opposite page. 


Some Palace Pointers pretreat hasnt 
\ 10008 Oe lemMsCclVves 
to Success SHIS open bin display counter is about the most 


r 
ane sentatives | impressive silent salesman that HARDWARE AGE 
We are fa tory representatives editors ever bumped into. It is three and one-half 


for a leading line of builders’ feet wide by 40 feet long in its various sections, 


. * . and contains more than 700 bins for small items 
« « » « « ae y » ( : 7 “ 
hardware and a leading line of from the various departments of the store. The 


varnish.” bins are adjustable in length, the partitions fitting 
Miibnnd> me aid ile al into grooves. Thus if patent chair slides are dis 
Stock cards help us keep the in- played they are put in a small bin. At the same 
vestment down and the assort- times brass curtain rods or glass towel racks can 


be accommodated by simply removing a few par 


” 
ment up. titions. The bins in the rear are elevated so that 


“Our price book, with a page for the 700 items can all be seen easily from the aisle, 
hail cata 1. o hie hein” and the space under the rear bins is handy for 
ach ite m, 1s a big neip. surplus stocks of the items shown, or for the empty 


boxes into which the remaining goods will be 
placed when their time on the counter has expired. 


“Our big 40-foot display counter 


is the best salesman we have.” On the back of each bin is a tin holder into which 
sm Pe a ' a standard-size price card fits snugly. Nothing is 
Service is our best card and we put on this card but the price, and that is printed 

play it hard.” big, so that he who runs may read. 
J.C. DOHERTY. Literally the goods have to “sell themselves” on 


this counter—-and they do it. The customer even 
a —_J} frequently carries them to be wrapped. In the 
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days when sickness or labor shortage make “help” 


a serious problem to the retailer such a monu 
mental display counter as this one surely much 
more than pays for its keep. Mr. Doherty says so, 


and he knows. Few customers entering the store 
fill definite needs can pass this broadside 
ales suggestion without picking up two or three 
items which they “had always needed but never 
could think of when they were in the store.” 


to of 


A Few Suggestions 
Me": DOHERTY passes the following comments 
on “Palace” policy along to retailers the coun 
try over, in the hope that even in a small way they 


may solve a problem for some dealer, somewhere. 


Here is the big “Be 


‘em Oy 
7 Sh me 
om eee 
eee le 


tnals ET? 2%, & 


heidi pe 
Pm a a 


at Salesman” 


) 
“We feel that one reason for the success of the 
business is that we are factory representatives for 
a leading line of builders’ hardware, and for a 
leading line of varnish. 
“We endeavor at all times to give service and sell 
quality hardware. We believe in making a fair 


profit and absolutely disregard cut prices made 
our competitors 


by 


“In ordering goods we find stock cards to be a 
great benefit in keeping down the investment of 
keeping up the assortment. Every item in the 
store is on stock cards, and each salesman takes 
care of his portion of the stock and stock cards, 
and is obliged to enter his wants on the cards and 
turn them over to the buyer, 

in the Palace store 











The Chase of the Silver Buck 


Observations and Reflections 
from the Career of a 
Commercial Adjuster 

PART II 


By EUGENE JOS. MEYER 


HE commercial adjuster who operates suc- 
i) cessfully must be alive to the fact that noth- 

ing should be overlooked which might in any 
minute fashion relate to, or have a remote bearing 
on, his errand. 

Here is the story of a typical adjustment apropos 
of chance and observation. 

I was seated in the smoking compartment of my 
car, enjoying a cigar, and being bound for a hustling 
western metropolis of one hundred and fifteen in- 
habitants—according to local census—located in a 
rather isolated section of northern Wyoming. While 
interestedly following the diplomatic adventures of 
one Norcutt. I heard mentioned the name of the 
town for which I was headed. Looking up, I placed 
the speaker, and shortly afterward, when the oppor- 
tunity occurred, made a remark that permitted me 
to enter into conversation with him. 

This gentleman, responding to my diplomatic in- 
quiries, proved to be well acquainted in B——, my 
destination. In fact, he had a cousin Will who 
conducted a general store at that place, while he 
himself divided his time between town and a two 
thousand acre ranch, the management of which he 
had recently turned over to his oldest son. In view 
of my mercantile knowledge that there were but two 
stores in B , | was not greatly surprised to learn 
that the cousin and the merchant my mission con- 
cerned were identical. 

In answer to my expression of surprise that a 
man of his apparent health should retire from 
active life, he replied that it was not his wish or 
intention to die of dry rot—he was simply tired of 
ranch life and desired to find something to occupy 
his entire time in town. 


A Double Opportunity 


WAS already possessed of all the’ limited mer- 

cantile information procurable regarding the 
merchant cousin and his business, and as this in- 
formation showed that the stock of merchandise, 
with the exception of the book-accounts, constituted 
the entire business assets, I had determined in ad- 
vance to insist upon an entire settlement in cash, 
if such a thing was possible, Here was my oppor- 
tunity, not only to secure the cash settlement de- 
sired, but also, if I could handle the proposition and 
the individuals, put the business squarely on its 
commercial feet by making it stronger financially, 
thereby changing a rather small and uncertain risk 
into a safe and good sized account. 

While yet a half hour’s ride from B—— the ar- 
biter of my fate agreed to buy a half interest in the 
store by paying the outstanding indebtedness, pro- 
viding that the arrangement met with the approval 
of the owner. My friend, the cattleman, had gath- 
ered from a previous conversation held with his 
cousin that the indebtedness would amount to about 
50 per cent of the assets. 

We—just that strong—trundled in about 4 P. M. 
and immediately went to the store. A husky 





“We eventually crrived at the shack and found Williane 
taming a five-pound bass with a knife” 


youngster of fourteen,- who seemed to be in sole 
charge, informed us that “Bill had been out to the 
shack for three days.” It seemed that “the shack’’ 
was located sixteen miles out, on the shore of a lake 
and was frequented by those disciples, who—like 
Isaak Walton of blessed memory—enjoyed the pleas- 
ures of the “still pastime.” 

Cousin Will was expected back shortly, so the 
cattleman and I took the opportunity to make a 
careful inspection of the stock. The merchandise 
was practically new, showing that it was being 
turned regularly; but it was so congested, owing to 
lack of adequate display space, that its appearance 
suffered greatly. The floor space was, possibly, 
20 x 40 ft., and the room was simply crammed and 
jammed from out-of-plumb floor to tar-paper roof. 
A cave of approximately the same size had been dug 
in the side of a sandbank adjoining emporium num- 
ber one, and contained quite a quantity of reserve 
stock. The interior of this stockroom was reached 
via an entrance of the cyclone-cellar type. I noticed 
that a large amount of sacked sugar was stored in 
the cave, and considered this rather appropriate, as 
sugar is said to have quite an affinity for sand. 


Out Into the Open 


FTER inspecting the stock for an hour Cousin 
Will, having as yet failed to put in an appear- 
ance, Mr. Cattleman and I decided to make the 
pilgrimage to the shack. The road we followed— 
like the path of virtue—was rough, steep and dry 
in places. By bearing in mind our mission, and 
impressing the same on the sweating broncs, we 
eventually arrived and found William busily en- 
gaged with a knife and a beautiful 5-lb. bass. 
After listening to me state the object of my 
errand, the merchant launched into a vigorous 
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tirade against my client, winding up by saying that 
if the house did not care to give him a little addi- 
tional time it could sue, and go plumb to h ! 

It is in cases of this sort that the adjuster must 
be careful to conceal successfully every sign of per- 
sonal impatience occasioned by tactless, sarcastic or 
foolish remarks on the part of the delinquent one. 
Human nature is much the same the world over 
and it is poor policy to judge a man when he is 
laboring under a sudden stress of emotion. At 
every turn of the road an adjuster’s two best bets 
are diplomacy and common sense. It is an excellent 
plan to permit an exasperated varty to have his say 
and get everything off his chest at once, a la the 
dentist’s motto, “pain—pull—profits.” 

In this case I was this merchant’s best friend. 
| knew it, but I had to convince him of that fact. 
His stock he estimated at $4,000, the book accounts 
at $1,900, and his indebtedness to merchandise 
creditors at $2,600, of which $1,900 was past due. 
Both cousins conceded that there would be no appre- 
ciable portion of the book accounts paid until fall. 





Will Sees the Light 


FTER a session lasting one hour, in which the 

general business affairs were discussed in a 
frank but friendly way, Will finally saw the light, 
anu agreed to sell his cousin a half interest in the 
store for the sum of $2,700. This price was based 
on the merchandise and book accounts, minus an 
allowance of $250 to cover a possible loss on accounts 
receivable. In entering into this agreement the 
cattleman stipulated, as per a previous suggestion 
from me, that his half interest purchase money be 
utilized in immediately discharging the accounts or 
bills payable. 

When back in town that night at 10 P. M., I re- 
ceived from Mr. Cattleman his personal check for 
$749.50 in full of my claim I considered the work in 
behalf of my client but half accomplished. The 
account, as viewed from the desk of the credit man, 
was now a desirable one and I was satisfied my 
Chicago client would wish to continue the same; 
particularly as the new partner had promised to 
build a suitable store building, and, if the business 
warranted it, enlarge the stock by taking on two 
additional lines. 

The cattleman, I was glad to hear, expected to 
devote his entire time to the store. He was pos- 
sessed of a great deal of shrewd commonsense and 
native business ability; also, he would act as a 
much-needed balance wheel for the younger man. 


Retailing on $1000 


"THE original investment in this case had been but 

$1,000. All arguments notwithstanding, any 
merchant whose available capital does not exceed one 
or two thousand dollars has no moral or commercial 
right to attempt to do a retail business on an un- 
limited credit basis. He works a twofold injustice. 
First, there is injustice to himself and his enter- 
prise. Second, there is injustice to his creditors 
who have virtually banked their money with him 
and are betting on his success. 

Cousin Will had considerable trouble pronouncing 
n-o—no. He was inclined to visit the shack more 
often than was good for the business or the fish, 
and, like a love-smitten youth, did not know when to 
go home. 

I was confident that the ‘Balance Wheel” would 
cure all of this, and therefore took great pleasure 
some six weeks later, in answer to an inquiry from 
my client, in advising that the house would make 
no mistake in accepting and shipping an $850 order 
just received from the new firm. 


“Strictly Business” 


Readjustment—a Privilege Even if It 
Hurts !—II. 
By HORACE HOLLEY 


E all thoroughly approve of evolution. We 

like to compare our advantage with our 
parents; we like to feel that our children will enjoy 
conveniences still unknown. But the changes that 
would spread out comfortably over three genera- 
tions have now suddenly been condensed into one. 
That’s an altogether different kind of animal! 

Still, to stop short a moment and realize that 
revolution is simply evolution temporarily exceed- 
ing the speed limit, strips the term of its worst 
dread. If not quite welcome, it yet becomes exceed- 
ingly interesting—like a storm at sea for the lucky 
ones immune to nausea. 

And another wholesome thought we can take over 
from other transitional periods is that the sharp 
edges of conflict have clashed upon ideas more than 
upon institutions. Readjustment actually means 
readjustment of minds—the shifting of economic 
values comes as effect and not as cause. Men are 
called upon to loosen up their prejudices rather than 
their pocketbooks, and strange to say that seems 
even harder to do. 

So to-day our personal fortunes are not so much 
at stake as our economic status. We have failed 
to develop principles of action rapidly enough to 
control the new influences at our disposal. We have 
been in arrears of thought for at least two decades, 
and now the overdue interest has been called. 

But even so, our adjustment must be forward and 
outward, not backward and downward to the lesser 
opportunity. The hardware store of to-day is like 
a powerful motor car slowed down, racked and 
jolted by the narrow cart-track along which it still 
has to drive. As an economic mechanism the inde- 
pendent store has become too efficient for its lines 
of communication to sustain. 

Just as the war made Americans suddenly 
identify themselves with America—intensifying 
citizenship for the individual and creating a greater 
momentum for the national mass—so readjustment 
calls upon dealers to identify themselves with the 
store as an institution rather than a personal enter- 
prise—for the sake of the same great advantages 
that must accrue. 

For the ilienitens store has unconsciously de- 
veloped a social and economic value far in excess of 
its value a generation ago. The independent store 
has thereby developed an influence and a responsi- 
bility not safely exercised by minds still adjusted to 
former conditions. The independent store, in the 
writer’s estimation, is destined to play a vital part 
in bringing about the more stable economic balance 
already under way. 

As in the shifting of the forces of battle some 
regiment supposedly posted in a quiet sector may 
suddenly find itself occupying the strategic key for 
offense or defence, so to-day dealers are circum- 
stanced within the economic field in a position of 
decisive influence. To state the same fact in differ- 
ent terms, we are like one of those parties in a 
European parliament whose votes unexpectedly come 
to determine the entire election. 

Let there be no mistake about it. Serious issues 
are at stake. There are no privileges without corre- 
sponding responsibilities, and if the independent 
dealer means to assert his economic power to the 
full, or even retain his present quasi independence, 
he has simply got to think himself into the com- 
manding point of view the situation demands. 








Putting the Ads Over the Top 


By FRANK FARRINGTON 
Successful Merchant? and International A uthority on Retailing 


66 AUL POWERS” was the name over the door- 
Pp way, or rather, over the whole store front 
of the hardware store where I stopped one 
morning with the expectation of buying a pair of ice 
creepers. 

The reason I was going into Powers’ Hardware 
Store to make this purchase was that in my news- 
paper the night before I had seen an advertisement 
something like the following: 


Slip!—A Broken Wrist 

Like all the rest of us she started out for 
work one Monday morning, expecting to go 
ahead for the week as usual. Her plans were 
made for the week’s work and pleasure. 

An icy spot on the pavement, a slip, and 
now she is nursing a broken wrist and won- 
dering when it will be well enough to make 
typewriting easy. 

Can you afford to take the chance of a 
tumble and sprain or a break of some sort? 

Can you afford to let your family take such 
chances? 

Of course not—not to save 25 cents. 

Ice creepers that don’t look cumbersome, 
that fold quickly out of the way, 25 cents a 
pair. 

Powers’ Hardware 
The Square Store 

I thought that was a pretty good advertisement. 
I thought so because I claim to know something 
about what is a good advertisement, and I thought 
so because it set me to thinking about the matter 
of tumbles and falls on the ice, and it reminded me 
how easy it is to slip and how long it takes to get 
over the effects, and how serious they may be. It 
sold me creepers, which is fair evidence that it 
was a good advertisement. 

Darned Good Ads 
HO writes your advertisements, Powers?” | 
asked when I went in and found the pro- 
prietor himself behind the counter. 

“Who writes ’em? I write them. 
asked. ; 

“They’re so darned good that I thought you might 
have them written by a professional.” 

“Sure, they’re written by a professional. I’m a 
professional. I know more about my business and 
my stock than anybody else. I know more about 
what my customers want. I know more about how 
the public responds to what advertising I do. If I 
know more about all this than anybody else, and if 
other folks are called professionals, why can’t I call 
myself a professional, or at least a semi-pro?” 

I admitted his right to the contention. 

“Does it take you long to write those clever, 
snappy little ads?” I asked. 

“Not as long as it used to take. When I first 
began to write advertisements for my store I had 
to spend all my spare time on the job. I worked 
over those things night and day. It seemed as if 
I would never get the hang of it. I studied the 
advertisements of the big stores and saw how they 
were put together, and I studied some books on 
advertising, and I kept writing until finally I began 
to see that I was getting it over. The time I spent 
on the work paid me the best of anything I ever did. 

‘Men came in and spoke about my ads and said 
they were good, and better than that, they bought 
what I advertised. I have saved up copies of every 
advertisement I ever had printed and I have them 
pasted in a big scrap-book, and I want to tell you 
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Why?” he 


6 


the first pages are terrible examples of how not to 
do it. IT’ll show it to you.” 

“Bring it out,” I urged. 

“No, you come into the office and sit down and 
take it easy while you look the thing through. It’s 
a big book now,” he replied. 

An Advertising Scrap Book 

ELL, it was a big book, and as I sat before it 

at his desk and saw the crude beginnings of 
his advertising work, I wondered at the develop- 
ment of the final finished product. The first ads 
were little more than the traditional “Hats, Caps, 
Boots, Shoes” style, only they read, “Hardware, 
Tinware, Plumbing, Stoves and Ranges.” Each ad 
told about as many different things as there was 
room to mention and said nothing about any of 
them. 

This stage did not last long. Soon there was an 
improvement and there began to be something to 
each advertisement that one could carry away. One 
good one was along this line: 


Better Coffee Cheaper 


You know that the best coffee your grocer 
sells may be the worst coffee you ever drank— 
if you do not prepare it properly. 

There is a good deal to the coffee pot. 

Some coffee pots are nothing more than 
just tin dishes in which you boil up hot water 
and ground coffee beans. 

Some are just like that only they are made 
of more expensive stuff than tin. 

Some are real 


Coffee Makers 


and if used 
intelligently, will make a good beverage out 
of a cheap coffee and something quite wonder- 
ful out of a-.good article. 

Our Perfect Percolators make the kind of 
coffee that finicky folks like to drink. 

They cost just a little more than the old 
tin pot. They are worth many times as much 
and save it, too. The cheapest is $.98. 

Let us show you how they work. Let us tell 
you the names of some good coffee makers 
using them. 

* Powers’ Hardware 
The Square Store 


Another advertisement that appealed to me was 
one that made me feel like buying an oil heater 
myself. The heading caught my eye as I was turn- 
ing over the pages of the scrap-book: 


Warm Bathroom? 


Is your bathroom warm? 

Do you have to shiver through your bath 
or shave with a shiver going down your spine? 

Do the children raise a rumpus because they 
have to wash in the cold? 

Nine dollars will stop all that. 

We can sell you an oil heater that will make 
your bathroom comfortable, even without other 
heat. 

You will be surprised to see how much heat 
one of those oil stoves will produce. The 
lighting takes 3 seconds. The heat begins to 
come at once and there is plenty of it. 

Why be uncomfortable? 

Use one of them for any cold corner of the 
house. 

Use one on mild days and let the furnace 
run low. 

Save coal; save time; save money and 

BE MORE COMFORTABLE 
Powers’ Hardware 
The Square Store 
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A handful of ads that went over the top 


Sold Another Heater 


| MIGHT as well admit that when I went home 
from the store that day it was only after having 
left an order for one-of those nine-dollar heating 
apparatuses—and the fine thing about it is that 
it has lived up to the promises of the advertisement. 

“How do you decide what to advertise?” I asked 
Powers. 

“My 
advertise, 

“You mean that you keep your 
ahead of the game, a little in 
season?” 

“Yes,” Powers continued. “I advertise this week 
the thing the public is going to be asking for next 
week, 

“There is hardly a week that I can’t find some 
thing that is just the thing for that part of the 
season. It pays to look ahead in doing advertising 
as well as to look ahead in buying goods. You know 


rule is to advertise what the other stores 
but to do it before they do,” he replied. 
advertising a little 

advance of the 


“ 


Byxbee’s Hardware Emporium ?”’ 
‘The one that went broke last month?” 


The Advertising Lagged 

== same. Well, I believed for a long time that 
something of that sort was coming because 
their advertising dragged. It was always just a 
little behind at times, the best they could do, and 
sometimes it fell behind a long way. And don’t 
think people didn’t notice that. They did and they 
commented upon it, and one day my banker com 


mented upon it, and what he said might have been 
enlightening to Byxbee if he had heard it. 

“If advertising is seen and read by the public, you 
can bet the public is going to form opinions about 
how that advertising is handled, and when they 
Christmas presents advertised after Christmas, they 
‘haw haw’ a little up their sleeves and they spot 
the store that is always a little behind the times 
and they don’t go there when they want up-to-date 
goods and service. Isn’t that so?” 


see 





Letters of a Sales Manager to His Men 


Ill. ** Produce !”’ 


Here’s a Suggestion for the Salesman Who Has Always ‘‘Called It a Week”’ 
on Friday Night—The Retailer is Ready 


This is the third of a series of sales letters which, though intended primarily for traveling men, will be of 
imterest to every member of the trade. They were written by the sales manager of a great hardware jobbing 
house to a corps of salesmen who in the last eight years have doubled the business of the firm. The letters are 
really short editorials which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of HARDWARE AGE, in which they will appear in succeeding issues through the year. 


HAT’S as much an “order” to-day as it was before the armistice was signed. 
By “‘producing”’ is not meant that you should go out and garner business 
that is already in sight. 

When a farmer produces a bushel of grain, he coaxes from Mother Earth by plow- 
ing, harrowing, planting and harvesting grain that would never have come into exist- 
ence had it not been for his efforts. 

That’s what is meant by ‘‘Producing.’’ 

A salesman who does not produce business, who does not discover selling possi- 
bilities for his customers on lines that the customer has not previously handled, is 
not a producer. He is a consumer. 

If he brings into his customer’s store a sales plan that is productive of new and 
heretofore unknown sales possibilities, he is a producer and has a place in our civil 
life to-day. 

God forgive that salesman who is plugging along to-day, working in the same old 
way that he worked before the war. I cannot forgive him, and the world has already 
thrown that class of salesman into the discard. 

Where is the man who can look the soldier boys in the face when they come home 
if he has been a slacker in civil life? 

Is there any brain that can conceive of a suitable apology for the salesman who is 
loafing every Saturday? 

Yes, I know it used to be considered a sign of simple-mindedness for a salesman 
to work on Saturday. He was subject to a “bawling out” on the train going out 
Monday morning. But that was before the war. 

To-day people who see salesmen loafing on Saturdays look upon them as being men 
who cannot grasp the fact that this olf world has been destroying man power at the 
rate of hundreds a day. ’ 

It is worthy of note right here that the top notch salesman in our organization is a 

th: 
man who works every Saturday. " 

Yes, J know that old excuse about merchants not wanting salesmen to call upon 
them on Saturday. It’s threadbare—worn out. 

Of course, they don’t want a mere salesman calling upon them on Saturday, or 
upon any other day, for that matter. But they are always glad to see a real friend 
—one who brings to them the advice and help that aez! salesman can and does bring. 

If your customers cannot buy goods of you on Saturday, then volunteer to help 
your customer out on that day by getting behind the counter and waiting on trade; 
thereby taking the place of some fellow who has gone to the front. 

It will do you good to come in contact with the consumer, whose viewpoint is 
always valuable, and from the consumer you can learn of lines that the dealer ought 
to carry, that he does not carry. 

Just try this some Saturday, you fellows who have been in the habit of calling it a 
week on Friday night. Keep a list of the things people will call for that your dealer 


friend does not have in stock. When the day is over show that list to Mr. Dealer and 
then proceed to tell him all about these goods and how the demand will grow, once 


he has them in stock. 
Sales possibilities will develop before you so fast you will have difficulty in grasp- 


ing them. 
D8 
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Will Sell Factory Lines 


| IEUT. A. C. RIDDELL, who before his enlistment 
4 was a director of the Hoffman Hardware Co., job- 
ers of Los Angeles, has had the unique distinction of 
wearing the chevrons of every non-commissioned grade 
in the branch of the Army in 
which he is serving, the Ord- 
nance Department. 

Although over the draft 
age and married, Lieut. Rid- 
dell enlisted early in 1918 as 
a private and was_ succes- 
sively promoted to Private, 
Ist class; Corporal, Sergeant 
and Ordnance Sergeant. The 
latter is next to the highest 
non-commissioned grade in 
the United States Army and 
the highest in the Ordnance 
Department. Later Lieut. 
Riddell was awarded his com- 
mission and is now stationed 
at Penniman, Va., on active 
field duty. Except for the 
two short leaves he has en- 
joyed, Lieut. Riddell has lived 





























in a tent and slept on an 
Lieut. A. C. Riddell army cot during his entire 

period of enlistment. 
Anticipating his early release from service, Lieut. 


Riddeil is making arrangements to enter the hardware 
business again on the Pacific Coast as manufacturers’ 
ales representative, selling to the jobbing trade only 
und covering the territory from Denver west. He will 
make a trip as soon as he is discharged, visiting the 
various manufacturing centers. 


New England Convention Plans 


‘THE New England Hardware Dealers’ Association 
| will hold its twenty-sixth annual convention in 
soston, Friday, Feb. 21, and Saturday, Feb. 22. Indi- 
cations are that between 500 and 700 will attend. The 
headquarters of the convention will be at the Hotel 
Lenox. The first day of the convention will be given 
over to executive matters. The members will lunch at 
the Boston City Club. During the afternoon the ladies 
will enjoy whist and tea at the Hotel Lenox. In the 
evening there will be a dinner dance at the Brunswick 
Hotel. 

On Feb. 22, Washington’s Birthday, from 10 a. m. 
until 1 p. m. there will be an open session at which 
there will be present a large number of hardware man- 
ufacturers. IF. Alexander Chandler is chairman of the 
convention committee and Mrs. J. B. Hunter chairman 
of the ladies committee. There will be no exhibition 
this season. 

The New England Hardware Associates will hold 
their annual banquet Thursday evening, Feb. 20, at the 
B. A. A. Clubhouse on Exeter Street. Austin G. Brown 
of the Rubberset Company is chairman of the banquet 
committee. 


‘General’ Tire Stockholders Meet 


T a meeting of the stockholders of The General Tire 

& Rubber Co. held at the offices of the com- 
pany action of the board of directors to increase the 
capital stock from $1,000,000 to $2,500,000 was ap- 
proved by the stockholders. W. O’Neil, vice-president 
and general manager, stated: “Sales for 1918 are 
$3,000,000, an increase of 125 per cent over the pre- 
vious year. We anticipate doubling this volume in 
1919 and reach $6,000,000 net sales.” 

The stockholders elected the following directors: M. 
O’Neil, W. O’Neil, T. F. O’Neil, W. E. Fouse, G. F. 
Burkhardt, W. L. Beckley and J. A. Diebolt. 

The following officers were re-elected: W. O'Neil, 
vice-president; M. O’Neil, president; W. E. Fouse, sec- 
retary, and Charles Herberich, treasurer. 
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‘* Tewks’’ Now Vice-President 


THE many friends of C. H. Tewksbury, “Tewks” as 
he is generally known by the trade throughout the 
country, will be delighted to learn that at the recent 
annual meeting of the directors of the Boston Varnish 
Company he was elected second vice-president. In 
recognition of nineteen years of the most successful 
efforts of Mr. Tewksbury in building up a nation-wide 
sale of Kyanize varnishes and enamels is this honor 
conferred upon him. Probably no salesman is better 
known to the jobbing trade and retail paint merchants 
of the country than the general manager of the Boston 
Varnish Company’s Chicago branch; surely none is more 
respected. 

The new honor which has been conferred upon Mr. 
Tewksbury will in no way affect his present sphere of 
activity. He will still continue to direct the affairs of 
the Chicago branch and personally visit the trade of the 
Middle West. 


Philadelphia Meeting Full of Pep 


i ie special meeting of the Philadelphia Hardware 
Association, Jan. 6, was another “pep” meeting of 
a “live-wire” association, with three hundred members 
present. 

President William Sommer announced that he had 
two big surprises in store. §S. S. Eldridge, one of the 
past presidents, was called to the chair, and he in turn 
requested Aaron I. Samson, Jr., also a past president, 
to come forward, and on behalf of the association |} 
was presented with a most elaborate silver platter, 
which was to commemorate his silver anniversary cov 
ering a period of 25 years of continuous 
trustee of the association. After the applause had sub 
sided and general congratulations had extended 
to him, L. C. Gladding, also a past president, was called 
to the chair and given a similar memorial for similat 
service. 

The entertainment committee announced that it had 
made arrangements to hold the regular annual banquet 
in March. 

F. J. Semple of the Simmons Hardware Company 
gave a very interesting talk on “The Business Future.” 
He was followed by Henry Lierz, business expert of the 
Public Ledger, who told the hardware men how to sell 
merchandise that was considered “slow selling.” 


service as 


been 


Sons Gets Guernsey Business 


JROBABLY the most substantial New Year’s gift to 
be made in Orlando, Fla., was the transfer of the own 
ership of the Guernsey Hardware Company by its pres 
ent owner, Joseph L. 








Guernsey, to his’ three 
sons, Joseph W., Frank 
1)., and Samuel Kendrick 


Guernsey. 

The Guernsey Hardware 
Company was. organized 
twenty-five years ago, Mr. 
Guernsey purchasing the 
stock and business of C. 
A. Boone & Co. In speak- 
ing of the success of the 
business Mr. Guernsey 


says that during’ the 
twenty-five years of its 
life his company had 


forged steadily ahead. 
“We grew with the town. 
My sons have been asso- 
ciated with me in business 
and understand it in every 
detail. They will, as in 
the past, endeavor to give 
the public all that could be 
asked of an_ up-to-date 
hardware company. 

“During all these years 
I have been a constant reader of HARDWARE AGE and 
feel that I owe some of my success to it. It has been 
a great help to me, both morally and in a business 
way. 























Joseph L. Guernsey 


An Unusual Christmas Party 


HE George W. Korn Razor Mfg. Co. of Little Val- 
ley, N. Y., held a Christmas party for their em- 
ployees and families. It was held in the County Court 
House, that being the largest building available. <A 
mammoth tree was beautifully decorated with tinsel, 
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balls and many colored electric lights, and the large 
room was decorated with evergreens and potted plants. 
After-a short address by Mr. Korn, president of the 
company, Mr. Mennott, who has been one of the foremen 
of the company for many years, with a few fitting re- 
marks presented Mr. Korn with a handsome chair on 
behalf of the employees. 

Presents were then distributed to each employee, con- 
sisting of Victrolas, mahogany chests of silverware, 
clocks of various kinds, gold watches, lavallieres, sets 
of furs, toilet sets and many other beautiful and useful 
articles. Dolls, doll carriages, fishing rods, sleds, rail- 
roads, books and a great variety of other toys were 
given to the children of the employees, and little souve 
nirs were given to other children present. It was an 
oceasion long to be remembered. 


Convention in Milwaukee 


i te traveling men of the Milwaukee Corrugating 
Co., about twenty-two in all, have made their pil- 
grimage to Milwaukee to attend their annual conven- 
tion. The company is one of the very few who kept 
their men on the road at a time when war conditions 
made salesmen almost unnecessary. Aside from a few 
vacancies caused by men who “went across” the sales 
and office organization remains intact. The firm also 
proposes to take care of all those who relinquished their 
jobs to fight for Uncle Sam. 


Brief Notes of the Trade 


GEORGE H. TREVIRANUS has assumed the duties of 
sales manager of the Gemeo Manufacturing Co., 
Milwaukee, Wis., succeeding I, A. Raasch, who resigned 
to hecome affiliated with Walden-Worcester, Inc., 
Worcester, Mass. Mr. Treviranus is thoroughly con- 
versant with the Gemco policy, having been the adver 
tising and export manager during the past two and 
a half years. For five years previously he success- 
fully conducted sales campaigns for the Evinrude Mo 
tor Co 


Suchet Singh and R. Lay, natives of India, in asso 
ciation with Maximilian Kahn, have formed a company 
which will conduct an export and import business with 
India, with New York office at 71 Wall Street. Mr. 
Singh will sail shortly for India and wishes to take 
with him catalogs and other literature from American 
hardware manufacturers who wish representation in 
that country. Mr. Singh will open offices at Calcutta, 
Jombay and other important centers in India. Mr. 
Lay will remain in this country. Catalogs should be 
mailed to Mr. Kahn, 71 Wall Street, New York. 


The Acme Foundry Co. of Chelsea, a $50,000 
corporation, has been granted a Massachusetts charter. 
Incorporators: Oscar Anderson of Everett and George 
B. Bugley and William T. O’Brien of Boston. 


A. M. Whaley, formerly Southern district manager 
for the Kelly-Springfield Tire Co., has been ap- 
pointed southern sales manager for the General Tire 
& Rubber Co. of Akron, and will maintain head- 
quarters in Atlanta. Thomas L. Moore, appointed 
southwestern district manager for the General Tire & 
Rubber Co., will have headquarters in Dallas. 


The Pittsfield Machine & Tool Co. is winding up its 
war business. As the company has been making peace 
as well as war essentials, it will not be necessary to 
make much of a change to a peace basis. 


It developed at the annual dinner of the Gillette 
Safety Razor Co. salesmen that the company 
plans the construction of an eight-story building ad 
jacent to the factory, which will be devoted entirely to 
the manufacture of blades, which means that the out 
put will be increased to 1,300,000 blades per day. 


The Danbury, Conn., Electrical Mfg. Co., a $50,000 
concern recently incorporated under the laws of Con 
necticut, has begun to install machinery in the factory 
of the Frank H. Lee Co., Danbury, and within a week 
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will begin the manufacture of sundries used in the 
electrical trade. 


Word has been received from Washington that mu- 
nition manufacturers in Connecticut are to be given 
an extension of time in which to taper off their con 
tracts to relieve immediate labor conditions. Authority 
to carry out this program has been given to Waldo C. 
Bryant, district chief of ordnance at Bridgeport. 


C. B. 
Advance 


Johnson, formerly sales manager of the 
Automobile Accessories Corp., Chicago, 
and since then engaged in military service, has been re- 
leased from service and is now acting sales manager of 
Auto Components, Inc., Chicago, 


The Auto Components, Inc., 56 E. Randolph Street, 
Chicago, has been organized to market the Red Star 
Timer for Ford ears. 


To show their appreciation and high esteem they have 
for their president, Edward R. Brayton, the employees 
of the Belcher & Loomis Hardware Co., Providence, 
R. I., presented him on Jan. 2 with a magnificent 
thirty-second degree Masonic charm, together with 
double vest chain, 


The Aeroil Stove Burner Corporation, New York, 
has been incorporated with a capital of $500,000 to 
manufacture stove and other burners. J. J. Wetmore, 
W. E. Slater and A. B. Edwards, 3415 Broadway, are 
the incorporators. 


The Harder Mfg. Corporation, Cobleskill, N. Y., has 
been incorporated with a capital stock of $350,000 to 
manufacture agricultural machinery, E. S., F. H. and 
G. D. Ryder are the incorporators. 


The Cary Spring Works, 240 West Twenty-ninth 
Street, New York, manufacturers of springs, etc., has 
been incorporated with a capital of: $50,000, including 
in its lines of manufacture tools and machinery. P. S. 
Hill, F. R. and E. N. Cary are the incorporators. 


The Motor Products Corp., 8951-3953 — Locust 
Street, St. Louis, Mo., has equipped a plant for the 
manufacture of piston rings, and later will make other 
automobile accessories. The company was recently in- 
corporated with a capital stock of $200,000. S. Kauff 
man is president. 


The Apex Appliance Co., 3223 West Thirtieth Street, 
Chicago, Ill., manufacturer of washing machines, will 
build a two-story addition, 60 x 80 ft., to cost $25,000, 
adjoining the present plant. 


The Kant Break Spark Plug Co., St. Louis, Mo., J. M. 
McKernan, D. M. Hutchinson and others interested, 
will equip a $30,000 plant for the manufacture of spark 
plugs. 


The Southern Aluminum Mfg. Co., Asheville, N. C., 
is considering the establishing of new works near Green 
ville, S. C., to be operated as a branch plant for the 
manufacture of aluminum specialties. 


The Aluminum Goods Mfg. Co., Manitowoc, Wis., has 
purchased two lots, 60 x 300 ft., adjacent to its works 
at Two Rivers, Wis., as a site for future extensions 
Plans will be prepared within a short time. 


The International Toy Co., Eau Claire, Wis., organ 
ized recently with a capital stock’of $100,000 and now 
operating in leased quarters, is preparing to erect a 
plant, 60 x 300 ft., with a separate transformer house 
and office building. It manufactures metal, rubber and 
wooden toys, sleds, ete. L. D. Pangborn is president 
and manager. 


V. E. Walker, who has been connected for the past 
twenty-six years with the Charles Parker Co, of 
Meriden, Conn., has recently been engaged as factory 
manager for Jacobs Brothers Co., Inc., 71 War 
ren Street, New York City. For the past eight years 
Mr. Walker held the responsible position of superin 
tendent of the Parker plant, building up an enviable 
reputation for himself. 
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Obituary 


itarry T. Eppy, superintendent of the D. Eddy re 

yerator plant on Adams Street, Dorchester, Mass., 

ed Jan. 3 at his home, age 35. He was prominent 

various Masonic bodies. Mr. Eddy is survived by his 

ife, who was Miss Ruth Bassett of Quincy, Mass. 
urial, which was in the Village Cemetery, Weymouth, 
took place Jan, 4. 


HARVEY WEISS, head of the hardware firm of Weis 
& Dye, Shreave, Ohio, gave his life to his country in 
rvice in France. Word has reached his family from 
the War Department that he died Dec, 12. No informa 
mn was given as to whether his death was due to in 
juries or not. He saw active service in the 75th Divi 
on and took part in fighting the last three days of 
the war. Mr. Weiss was 28 years of age and had 
been in the hardware business in Shreave since 1916, 


ALBERT E, Davis, New York City salesman for the 
Stanley Works, died Jan. 12 of pneumonia after a few 
days illness. 
the executive committee of the Hardware Boosters, an 
organization of New York hardware salesmen. He 
was exceptionally popular both with his fellow sales 
men and with the trade in Greater New York. 


RoBERT HUBBARD BocKEyY, 73 years old, well known 
; a harness manufacturer, died recently at Winches 
ter, Va. He is survived by a widow and six sons. 


JOHN STOELZLE, JR., a hardware merchant of Car- 
bondale, Ill., died there recently in his thirty-fifth year. 


Gip KINDRED, general salesman in North Dakota of 
the Sharples Separator Co., West Chester, Pa., died 
there recently. 


‘* Victory Party’’ in Boston 


Te twenty-fourth anniversary of the New England 
Foundrymen’s Association was celebrated at the 
xchange Club, Boston, on the evening of Jan. 8, the 
affair taking the form of a Victory Party. Previous 
to the banquet a meeting was held at which the fol 
lowing new officers were elected for the year: 

President, Robert L. Newcomb of the Deane Steam 
Pump Works, Holyoke; vice-president, A. B. Root of the 
Hunt, Spiller Manufacturing Corporation, Boston; 
treasurer, George H. Gibby of the Gibby Foundry Co., 
Kast Boston; secretary, I’'red F. Stockwell of the Bar 
bour-Stockwell Co., Cambridge. 

The newly elected executive committee is made up as 
follows: Charles A, Reed of Reed, Fears & Miller, 
Boston: Charles E. Hildreth of the Whitcomb-Blaisdel] 
Machine Tool Co.; Charles T. Colvin of the Colvin Foun- 
dry Co., Providence; Charles L. Taylor of the Taylor 
& Fenn Co., Hartford, and C. S. Lovell of the Walker 
Pratt Mfg. Co., Watertown. 























The newly elected officers of the “Boosters,” a prom 

inent organization of hardware salesmen who travel 

out of New York City. Left to right: Chief Booster, 
C. C. Dietrich; Junior Booster, William L. Vetter. 


Mr. Wavis was treasurer and member of 
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William H. Coldwell 


Head of Lawn Mower Manufacturing 
Company Dies -Beloved at Home 
and Abroad 
\V TILLIAM H. COLDWELL, president of the Cold 

well Lawn 


Mower Co., and vice-president of the 

Coldwell-Wilcox Co., died at his home in Newburgh, 

N. Y., Christmas eve, following a paralytic stroke. In 

his death the hardware trade has lost one of its best 
known and best loved leaders. 

William H. Coldwell was a son of the 

Coldwell, and was born on May 6, 1863. 


late Thoma 
He attended 





























the public schools of Newburgh, and his entire busines 
William H. Coldwell 

life was passed there. He was one of the most promi 

nent figures of the social and industrial activities of the 


city. 

In addition to being a talented entertainer and genia 
companion, Mr, Coldwell possessed much of the in 
ventive genius of his father, and many of the improve 


ments and advances that have made the Coldwell lawn 
mower famous the world over are due to him 

While Mr. Coldwell devoted himself strictly to busi 
ness, he found time to give his home city and its people 
the benefit of the knowledge he possessed As alder 
man, Supervisor, park commissioner and later as com 
missioner he rendered outstanding service to New 


burgh. He was a member and vice-president of the 


Powelton Club, of the Newburgh City Club, the several 
Masonic bodies from Hudson River Lodge No. 607 up 
to the Wilbur H. Weston Shriners’ Association, over 
which latter body he presided for a year. He served 


as one of the local body of the Hudson-Fulton celebra 
tion committee, and was a member of the Chamber of 
Commerce, previous to the formation of which he served 
as President of the Business Men’s Association, after 
the Board of Trade had passed out of exi For a 
time he was a director in the Y. M. C. A 


tence. 


In his other busine affiliations, Mr. Coldwell wa 
pre ident of the J S. Woodhouse Company of New 
York. He was a trustee of Washington’s Headquarters 


and a director of the Cedar Hill Cemetery Association 
He was a member of the Newburgh City Club, the 
Hardware Club of New York, the New York Consistory 
of Scottish Rites of Mecca Temple, A. A. O. N. O. M.S., 
Newburgh Lodge No. 247 B. P. O. E., of the Dutchess 
County Association and other organizations 

He is survived by his wife, a sister of A. S. Peirce, 
of the Coldwell-Wilcox Co.; by a son, Kenneth P. Cold 
well, a soldier in service in France; and by a daughter, 
Mrs. Van Winkle, of Newark, N. J.; also, by a brothe: 
Harry Thomas Coldwell, who represents the Lawn 
Mower Co. at its Chicago branch, and by a sister, Mr 
Edward C. Ross, of Newburgh 
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Hardware Prices—and 


Hardware Age 


S the mouthpiece of this trade HARD- 
A WARE AGE could play up a sore lip on 
this subject without half trying. 

We are constantly in receipt of letters 
from manufacturers, wholesalers and retail- 
ers showing their keen interest in coming 
prices. Many of these letters reflect a de- 
sire that we shall take editorial stand favor- 
ing and fostering the ideas of the writers. 

We could state positively that prices were 
due for sharp and continuous declines; that 
dealers ought to be exceedingly careful about 
anticipating their needs for the coming sea- 
son; that stock on hand was subject to seri- 
ous shrinkage, and that every purchase was 
fraught with dangerous possibilities. 

Now if HARDWARE AGE made such a state- 
ment we would promptly be subjected to 
criticism from manufacturers who 
meeting difficulties with high priced 
labor, and with exceedingly high priced raw 
materials at the present time. 

Taking their view of the situation 
might write an editorial in which we urged 
dealers to anticipate their wants for the com- 
ing year, and to buy promptly and in quan- 
tities. We might go on and assure the deal- 
ers that there would be no recession in prices ; 
that prices were going to remain very firm; 


severe 
are 


we 


that shipping difficulties were bound to rise, 


and that the wise and cautious merchant owed 
it to himself, to his business and to his com- 
munity to get goods on hand at once and in 
quantities. 

Such an editorial might also bring a hor- 
net’s nest around our ears. 

These letters we are receiving regarding 
prices for the coming year might be answered 
in another way. We might sit down and 
dictate letters telling these people that one 
man’s guess was as good as another, and 
that the proposition was up to each individ- 
ual buyer. 

Now, frankly, HARDWARE AGE is not writ- 
ing the kind of editorials mentioned in this 
letter, nor are we dictating letters which 
dodge the issue of such vital importance to 
our readers, 

The best advice this publication has to offer 
those people who are making prices to the 
trade, and to those people in stores who are 


seeking light to guide them in their purchases 
for the coming year is to read carefully the 
market reports in HARDWARE AGE each week. 

These market reports are gathered in the 
principal hardware centers of the country by 
reliable trained editors who seek only the 
truth. They do not paint facts with colors 
of their own mixing; they do not distort or 
fabricate to pull irons out of the fire for any 
one; they do not endeavor to sell their own 
ideas to the business men on whom they call. 
They are news seekers, and their market re- 
ports tell truthfully the conditions that pre- 
vail in éach specific market. They give prices 
and follow the changes closely. From a care- 
ful reading of these market reports good 
buyers can and do repeatedly associate the 
price declines or the price advances of any 
specific article with related articles, and buy 
or sell accordingly. 

We are advising the hardware trade to 
read HARDWARE AGE market reports with 
more care than ever before, to use this service 
which costs $1,000 each month, in their daily 
work, and to take the HARDWARE AGE market 
reports as information as_ reliable and 
greater in extent than any letter the editor 
could possibly write. 

At the Atlantic City conventions there was 
a very dominant note of strength in the be- 
lief that most hardware prices would be 
maintained with few reductions for the first 
half of the year. There were opposing opin- 
Since the Atlantic City conven- 
tions there have been some rather marked re- 
ductions in spots. For instance rope has 
declined 11 cents per lb.; turpentine has de- 
clined 17 cents a gal.; the products of one of 
the principal producers of enameled ware 
have been reduced 15 per cent, and there are 
other less drastic price reductions. 

But in the main prices have “remained 
strong. There have not been as many reduc- 
tions as people on that side of the fence 
thought there would be, but there have been 
a sufficient number of reductions to encour- 
age many buyers in their belief that there 
would be further numerous reductions, and 
this has retarded buying to a very marked 
degree. 

We are approaching the period in which 
most hardware is sold to the consumer, and 
as we approach the spring and summer 
months every day’s delay brings us nearer 
the point when the retail merchant must sup- 


ions also. 
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ply his needs from a source which can make 
quick deliveries. In other words, every 
day’s delay in the purchase of merchandise 
emphasizes the importance and necessity for 
the wholesaler of hardware; emphasizes the 
commanding position he will probably have in 
this year’s markets; emphasizes the service 
he can perform, and his economic value to the 
retailer and to the consumer. 


‘*Mr. Buyer—It’s Up to You ”’ 
The Maker of Dolls 


By FRANKLIN CRISPIN 


In th Boston Post 
Hk German doll, with its flaxen hair, 
Its eyes of blue and its color rare, 
Its smiling lips and its form so round 
Was as pretty a doll as could be found. 
But that was all before the wa 
No German makes dolls any more. 


He had just come home froma Be lyian fown;: 
The war was done and he settled down 

In his little shop to make once more 

The dolls that he made before the war. 
He worked away with the same old tool 

He scraped and shaped by the same old rules; 
But somehow, try as he would that day, 

His skill all seemed to have flown away. 


The doll looked dull—no longer bright; 
Its hair had lost its yellow light 

And taken on a sea-green hue 

As the braids of little drowned things do. 
The color faded from its cheek 

The doll looked thin and pale and weak. 
A hand broke off he thought he saw 

The arm with the bleeding flesh all raw. 


Its staring eyes were full of fear; 

A look of horror would appear. 

He laid it down—the weights of lead 
Refused to work—the doll looked dead. 


That night they found him a huddled heap 
In,the German way—in his last long sleep. 
And none of the Germans, 
Can make the dolls of yesterday. 


now, they say, 
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The * Cost” of 


Prices 


yi 


and all ways, or to risk it occasionally, won't 
get very far. He won't get any farther than 
the tethered cow. Whichever side he turns, 
he’s just winding himself up. 


HE man who hasn’t definitely made up 
his mind whether to be honest always 


Doubt, half-decision, undigested facts- 
these are tethers that tie us all, not hardships 
or difficult problems as such. 

Consider the big immediate problem of 
price. Indecision as regards price is cowing 
(with a tether) altogether too great a portion 
of American business. This one source of 
hesitation is like the single log that jams the 


whole river. How can we move that key log? 
The problem, as a whole, is too big for any 
individual or interest to solve. Undoubtedly 
it’s the positively golden opportunity for Gov- 
ernment action in buying legitimate supplies 
and service—public buildings and above all, 
national roads. 
the small dealer do 
much more for himself meanwhile than most 


of us realize. 


However, even can 


First—be convinced that while the Atlan- 
tic can be stirred up by a storm, it can’t be 
spilled. 
nations. 


And America is the Atlantic among 
So don’t be pessimistic, even in the 
midst of troubles. 


Next—with a mind resolved about that 
fundamental fact—begin to consider what 
values enter into prices—what makes the 


price cost the customer what he’s willing or 
compelled to pay. The biggest secondary cost 
is service. 

So—to cut the tether of the biggest pres- 


ent doubt—raise the quality of your store 


service all the more as the market declines, 
or threatens to decline. 

Increased service will legitimately main- 
tain prices when other values are yielding. 
Take up the slack in your inventory through- 
out readjustment by making your prices cost 
more to your customers, by being worth 
more. 

Americans are constitutionally sensitive to 
We will 


where 


the influences of superior service. 
little 
goods are handled in a way which increases 


gladly pay a more for goods 
our self-respect. 

And ina frowzy, discouraged looking store, 
even the ‘give away’ seems like an affront. 
For we dealers aren’t competing with the five 
and ten cent stores. We are competing with 
the buying habits of the American people! 

This idea can be 
might appear outline here. 
The chief thing is to dig down for some basis 


developed further than 
from its mere 
of strong, forward-working faith. 
within 
concerning American 


by de- 


stroying ourselves 
doubt 


whole, and then deliberately working to raise 


every lingering 


business as a 
the ‘cost’ of prices, we can guarantee our- 
selves any fair inventory value we choose to 
aim at. 

More than that, ‘we 
tally and morally for good hard action what- 
ever the occasion demands. 


strip ourselves men- 


Don’t let’s dangle any longer on the string 
called cost-of-production. 

We dealers are producers, too. 
Service. 


We produce 
We determine the intangible but 
vital ‘atmosphere’ that sets the standard of 
consumer satisfaction for the richest country 
in the world. 
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A review of the week's business, with notes on tendencies prevailing 
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UYERS do not seem to be giving orders in anticipa 
| tion of wants to any extent, although they are 
buying in small quantities wherever the merchandise 
is actually needed. Stocks are reported as very uneven- 
and sometimes light, but the maintenance of prices by 
manufacturers for a few months, say three to six, 
according to types of goods, will enable jobbers to even 
up and get down to a more normal basis. Inequalities 
arise often from the fact that during pronounced scar- 
cities, buyers have often ordered from several extra 
sources, thereby hoping to get enough somehow be 
cause of more chances. In such times as these, follow 
ing the end of war, they are apt to get more than is 
actually desired. 

Two representative wholesalers in New England say 
that business in December last was the heaviest month 
of any year in their experience, while November sales 
were very heavy. Other merchants report that sales 
are keeping up with last year’s figures for correspond 
ing periods. 

There have been scattering declines in prices about 
which merchants have speculated for some time, as for 
instance, shovels, rivets, tackle blocks, bright wire 
goods, brass butts, ete., which have moderately de- 
clined. 

Salesmen for wholesale houses talk encouragingly 
and say that trade is as good as usual for the beginning 
of a new year. There is no decline in spring goods as 
commodities in this line have been ordered well in 
advance and in most cases made up, including, for ex- 
ample, steel goods, lawn mowers, poultry netting, ete. 

Collections are referred to as keeping up very well, 
and that there is no pessimistic feeling apparent, de 
spite the few declines which have taken place. The 
point is made that this should not deter people from 
buying staple hardware actually needed to replenish 
depleted stocks. The enterprising retailer will for a 
while get a good profit from such sales before the 
declines become more general, iff they do. The un- 
seasonable weather has caused a slackening in sales 
of winter goods, because of lack of ice and snow, but 
with more severe weather, if it comes, there will prob- 
ably be better sales of snow shovels, sleighs, sidewalk 
cleaners, stove goods, axes and similar lines. 

Linseed Oil._-The market is practically on the same 
basis as for some weeks. The consumption of linseed 
oil is much below normal because buying demand is 
exceptionally low and so particularly owing to the light 
buying among consuming industries. The latter, so far, 
have not contracted ahead or obligated themselves to 


any extent for large quantities of oil. Stocks are 
very light of both linseed and raw oil with prices 
steady. A decline in price is not anticipated by the 


trade to any extent during January and February at 
least, as flaxseed from Argentina will not be available 
before March. The new crop of seed in that country, 
from which supplies must be drawn until a new crop 
is grown in the United States, is well toward completion 
of the harvest, but time is required to get it from 
where grown to the River Plate ports. Increasing 
quantities of seed will soon be available, but the War 
Trade Board still controls the ocean tonnage by which 
to bring it to this country. While there is no restric 
tion in the seed, there is difficulty in getting steamer 
freight accommodations. We are advised that there 
is a large steamer capacity southbound with other 
cargo which will, in due course, provide freight room 
for seed cargo north, but the immediate situation in 
the United States is awkward, but with likelihood of 
betterment in the next few weeks. 
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Linseed oil, raw, in five or more bbl. is $1.58 and less tha 
five bbl $1.59 per gal. for city brands and also State an 
Western oil In carloads, raw oil is $1.55 per gal. There i 

per gal. for cash in ten days, instead of the 


discount of le 
l 


per cent cash discount for payment in ten days as former! 


Wire Nails.—There are manufacturers of wire nails 
who contend that prices on this commodity never were 
raised to a proper level in keeping with increased costs, 
and say that now these goods are not as high in price 
as they should be. Others have different views. How 
ever, the opinion seems to prevail that there is little 
liklihood of an advance. Yet it is possible that when 
the necessary data has been compiled and becomes 
available there may be a moderate increase if the 
cost figures seem to warrant, but it is all problematical, 
with seemingly the chances against it.- One reason 
for not anticipating declines is that it is unlikely until 
labor costs are lower. Stocks are uneven and greatly 
reduced. In December and early January but few nails 
came to this market. Promises made of adequate de 
liveries did not materialize, and so far only a few cars 
piece meal have arrived. 

Wire nails, in store, are quoted at 
the jobber $4.85 base per keg 

Cut Nails.—Some of the trade say that within reason 
able limits, cut nails bring almost any price asked be 
cause of scarcity. The trouble is because of the high 
price of labor, or the absence of operators at the mills. 
The limited number of factories running work a day 
or two a week when something happens, so that fre 
quently nothing is produced during the balance of the 
week, One concern is this territory ordered a thousand 
kegs last July from an outside source to help out, 
half of which were to be delivered quickly. A few 
were shipped in August and the next lots to arrive 
came in December. 

Cut nails 
to kinds 


and delivered by 


$4.75 


range from $5.60 to $6 base keg, according 


and the conditions, 


per 


Rope.—The rope situation is in a somewhat uncertain 
state. Trade is seasonably quiet, as customary at this 
period of the year, but conditions in raw manila hemp 
are difficult to gauge owing to the fluctuations in 
price. Makers of rope with stocks of high priced 
manila hemp on hand, say they have been selling rope 
at an actual loss of from 6c. to 8c. per lb for some time, 
in consequence of radical declines in raw stock prices. 
For instance, on certain grades of good hemp fiber 
the price while ranging from 16c. to 18c. per lb. in the 
Philippines did at one time go considerably lower, even 
to 12%c. per lb. f.o.b. Manila. There is some expecta 
tion of higher prices for rope, however, when the spring 
season opens and before long. Prices are well main 
tained at levels established the middle of December 
last. The raw stock market has stiffened perceptibly 
within the last two weeks. 

Manila rope, first grade is now 22c.; second grade 21c¢., and 
third grade 19e. per Ib. Sisal rope, first quality is 21e. and 
econd quality is l8e. per Ib No. 1 lath yarn, pure sisal, is 
22¢ ~~ No. 2, 18e. base per Ib. Fodder yarn is 17%4c. base 
per Ib 


Sporting Goods.—January is generally considered an 
off season in sporting goods lines, although it fre 
quently serves as a barometer of trade conditions later 
Just at present, therefore, wholesale business in this 
line is slack, but by no means at a standstill, for the 
tone of correspondence and the trend of inquiry indicate 
that a promise of spring weather is the only thing neces 
sary to spur the business into greater activity than it 
has known in recent years. Indeed, advance orders for 
fishing tackle for later delivery have been relatively 
large, while spring athletic equipment, such as roller 
skates, baseball goods and other articles in similar lines 
demanded by the coming generation have already met 
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with satisfactory sales. Shot guns are now being re 
ceived and the trade in them is increasing, particularly 
for export. Retail dealers are looking forward to in- 
ecrensed demands for sporting goods of all kinds from 
the thousands of our overseas soldiers now being dis- 
charved from Uncle Sam’s service. These boys, many 
of whom were formerly indoor employees, have now had 
an extended experience with outdoor life. They like it, 
horn, of course, of its military restrictions and hard- 
hips, and from now on they will be outdoor men with 
outdoor needs. Camp goods will be in demand, and both 
manufacturers and jobbers in these lines are pre paring 
for an active season. Sporting rifles are in de- 
mand, but as yet few if any new goods have ap- 
peared, although the arms factories are rearranging 
their machinery and are promising deliveries in the near 
future. Bicycles are coming into the market in large 
numbers, one jobber having received several carloads 
within the last two weeks. Motorcycles are not as well 
idvaneed, the makers experiencing difficulty in obtain- 
ing adequate quantities of raw materials, but they are 
all active and promise to take good care of the spring 


trade in these goods 
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conditions in general are healthy. A sum- 
business, from reports gath- 
ered from both the jobber and retailer, show that the 
total sales were excellent. Many buyers are in the 
market seeking merchandise on all lines for spring 
delivery, and prices in general, with few exceptions, are 
firm. 

Che American Brass Company has reduced the base 
price on sheet copper 4 cents per pound. However, not 
all the producers have agreed on this decline as yet. 
Corrugated planes have advanced 7% per cent over the 
plain bottom kinds. Common plumbs and levels and 
some models of try and mitre squares have advanced. 

The men at the head of the larger interests in this 
country feel that there is a period of real prosperity 
just ahead of us, but they do not feel that this pros- 
perity will come into full force and effect in one leap 
nor will it be unmarred by periods of depression and 
uncertainty, and is dependable upon the patriotism and 
the earnestness of each individual and each corporation. 
The rearrangements between labor and capital call for 
an attitude of “give and take,” and if labor demands 
everything, labor will be idle, and if corporations, on 
the other hand, concede nothing, difficulties will be 
multiplied. The indications, however, are that by exer- 
cising a spirit of co-oper: ation all difficulties for the 
immediate future will be minimized. 

Juilders’ hardware manufacturers, in going over their 
costs, claim even at the present prices on a large num- 
ber of items which they produce, their cost runs higher 
than their selling price, and while there may be a re- 
adjustment of prices on some items, there will be no 
reduction on the general lines, as labor constitutes from 
30 to 60 per cent of the cost of production, and the price 
on the finished article must remain high since the cost 
of labor remains high. 

Collections were never better 

Ash Sifters.—The colder weather 
week has increased the demand for ash sifters. 


TT 
mary of the holiday 


during the last 
Jobbers 


report their stocks are fair, and prices remain un- 
changed. 

We quote from jobbers’ stocks, f.o.b. Chicago: Square 
vood frame ash sifters with wire screens, size 12 x 14, black 


jspanned, $1.60 doz.; galvanized, $2.20 doz perfection wood 
frame, galvanized screen, size 14 x 16, $2.50 per doz. >} barrel 

fters, No, 06, $4.25 per doz.; furnace ash sifters, 30 in 
traight handle, &Y, 12 in. blade, double tinned, $8.25 per 
doz.; rotary ash sifters, No. 104, $42 per doz 


Alarm Clocks.—The volume of sales continues very 
Manufacturers are still behind with their or- 





heavy, 
ders, and jobbers are unable to maintain stocks. Prices 
remain firm and are the same as last reported. 

We quote from jobbers’ stocks, f.0.b. Chicago: The Ameri 


in Alarm Clock, in less than dozen lots, $11.04 per doz. ; 
zen lots, $10.64 per doz.; case lots of 4 doz., $10.37 yes 
O% Lookout Alarm Clocks, less than dozen lots, $13.8 

er doz; dozen lots, $13.46 per doz.; case lots of 2 don. 
$13.07 per doz. Tattoo Alarm Clocks, dozen lots, $25.50 per 
Oz case lots of 50, $24.85 per doz Slumber Stopper, ra 
lium dial, dozen lots, $32 per doz Big Ben and Baby Ben, 

each, 

Coal Hods.—There still remains an acute shortage of 
coal hods, and the demand has increased with the pres- 
ent cold spell. Stocks are very low, and it is hardly 
expected that the present shortage will be overcome for 

everal months. There has been no price change re- 


ported. 


i 
we 
ul 


Trade continues to be exceedingly 
Very few of the 


Window Glass. 
quiet with practically nothing doing. 
factories are working and haven’t been in operation 
since the usual shutdown last ummer. Building 
operations are slow and not expected to begin very 
so there is but slight demand from that source 
The wage question is not yet settled between factory 
managers and the workmen and officials in charge of 
glass works are not over anxious to begin, we are ad 
vised, because of stagnations in the demand for glass 
The workmen have asked for 35 per cent increase, which 
it is predicted will not be granted although there may 


soon, 


be a slight advance in wages, it is believed, by some 
of the trade. It is said that if business becomes no 
better than it is now, production need not really be 


gin for a month or two. If there should be a settlement 
with the workers the factories are not likely to go in 
blast until after February 1, anyhow. 


Window gla A.A quality f per cent BB qualit Ist 
} brackets, single thiel ‘0 to S2 per cent ill Ze A quality, 
above Ist bracket if per cent A double thiel SO) per 
cent and EB douwole thiek. per cent discount from jobber’s 
list 

We quote from jobber tock f.o.b. Chicago Japanned 
open hod > im, $5.1 per doz 16 in $ , per doz li 
In., $6.15 per doz gkalvanized open hod 16 in $8.85 per 
doz 17 in $9.50 per doz 18 in., $10.40 per doz 0o in 
$14 per doz galvanized funnel hod, 17 in, $11.70 per doz 
IS it $ll70 per doz japanned funnel hod 17 n., $7.80 
per doz 

Babbitt Metal.—While the slowing up of war work 
has had a tendency to depreciate the sale of babbitt 
metal, there still continues to be a fair demand. Manu 


facturers who have just finished inventory are devoting 
their time putting their machinery in perfect condition, 
and this has created quite a large demand for babbitt 


metal. Jobbers’ stocks are good. 
We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal, L2e. per Ib Revenoc ke. per Ib 


Eaves Trough and Conductor Pipe.—The cold weather 
has made it practically impossible for outdoor work, 
and therefore the sales of eaves trough and conductor 
pipe has been very limited. Jobbers, however, report 
that their stocks are not up to normal, but that deliv- 
eries from the manufacturers are better than they have 
been for some time and that there is a fair demand by 
the retailers for future deliveries. 


We quote from jobbers’ stoch fob. Chicago i-gage, lap 
joint eave trough, 5 in., $6.65 per 100 ft GO gage conductor 
pipe, 3 in., $6.75 per 100 ft 

Files.— Retail sales on files are reported about normal 


for this time of the year, and sales are confined chiefly 
to the manufacturing districts. Both jobbers and re- 
tailers are endeavoring to keep their stocks up to nor 
mal, as they expect an unusually heavy demand when 
the spring building operations -start. 


We quote from jobbers’ stocks, f.o.b. Chicago, the following 
discount from standard lists Nicholson files, 40-10 New 
American, 50-10; Disston, 40-10; Black Diamond, 40-7! 


Glass, Putty and Glaziers’ Points.—There is very 
little glass on the market at this time and practically 
none is being manufactured. Jobbers predict that there 
will be a shortage this spring and do not look for any 
lower prices. The demand at this time is very limited 


We quote from jobber: ' stocks fob. Chicago Single 
strength A, all sizes, 77 per cent off ingle-strength BH, first 
three brackets, 77 per cent off all sizes of double-strength 
A, 79 per cent off 

We quote from jobbers’ stock fob. Chicago Putty, in 


100-Ib. kits, $4.25; glazier point Ne 1, No. 2 and No. 3 
1 doz. to a package, 60c. per pkg 

Cotton Gloves and Mittens.—Orders for future ship 
ments on cotton gloves and mittens are being placed in 
good volume. Jobbers expect to be in a position to 
take care of all demands. Prices are somewhat lower 
than the latter part of last year, but even with the 
recent decline are higher than a year ago 

We quote from jobbers’ stoc f.o.b. Chicago Standard 
7-oz., knit wrist gloves, $1.85 per doz. pair Standard 8-oz 
knit wrist gloves, $2.10 per dozen pair 

Guns and Ammunition.—There still continues a very 
heavy demand, and stocks in general are very light. 
Salesmen report that dealers are requesting prices for 
delivery next spring and summer, but at this time the 
jobbers have no price for the ensuing seasons. They 
are advising their salesmen, however, to accept orders 
without price for local or carload shipments at conven- 
ience after Jan. 1 on terms of April 1 dating, or for 
shipment at their convenience after June 1 on terms of 
Oct. 1 dating. The moment the pending 10 per cent 
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Government tax on ammunition is settled, they will 
be in a position to make a price. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single-bar- 
rel shotguns, 12-gage, 30 or 32 in. barrels, with plain extrac- 
tor, $7.50 each; with automatic ejector, $7.85 each; 12-gage 
double-barrel guns, with hammer, $14.50 each; hammerless, 
$17.50 each. 

No. 22 short semi-smokeless cartridges, $5 per 
No. 32 short semi-smokeless, rim fire, $11.75 per thousand ; 
No. 22 long semi-smokeless, $6 per thousand; No. 32 long 
semi-smokeless, rim fire, $13.50 per thousand, Discounts 20-5 
per cent Peters’ target shells, smokeless, 3 drams powder, 
1% oz. shot, 1 to 10, $48 per thousand; Peters’ Referee semli 
smokeless, 3 drams powder, 1 oz. shot, 1 to 10, $37 per thou- 
sand. Discount 20-24%) per cent 


thousand ; 


Galvanized Ware.—Dealers are ordering enough gal- 
vanized ware to take care of their immediate wants, 
as there continues to be a general feeling that there 
will be a further reduction in price. Jobbers have fair 
stocks on hand and are filling all orders promptly. An 
unusually large spring business is expected. 

We quote from jobbers’ stocks, f.0.b 
galvanized tubs, No. 0, $9.88 per doz.; No 
No. 2, $13.68 per doz.; No. 3, $16 per doz. ; 
heavy galvanized tubs, No, 100s, $17.84 per 
$20.16 per doz.; No. 300s, $22.40 per doz 
pails, S-qt., $3.76 per doz 10-qt., $4.28 per doz. ; 
per doz; 14-qt., $7.32 per doz l6-qt., $8 per doz. , 
$9.28 per doz 20-qt., $12.16 per doz 

Wood Handles.—While there still continues to be a 
shortage of certain kinds of wood handles, deliveries in 
the last few weeks have shown a marked improvement. 
Jobbers report that sales are exceedingly good, espe- 
cially axe handles, which are in great demand from the 
lumbering districts. 

We quote from jobbers’ stocks, f.o.b. Chicago Best qual- 
itv, second growth hickory axe handles, $6 per doz, extra 
quality hickory, $4.50 per doz.; No. 1 hickory, $3.75 per doz, ; 
No. 2 hickory, $3 per doz.; No. 1 railroad pick handles, $4.50 
per doz.; 14-in. second growth hickory hammer and hatchet 
handles, $1.50 per doz.; 14-in. medium quality, 85c. per doz 


Chicago: Standard 

1, $12.16 per doz. ; 
medium grade, 
doz.; No, 200s, 
- common galvanized 
L2-qt., $4.68 
IS-qt., 


Lanterns.—Deliveries of lanterns from the manufac- 
turer continues to show improvement. The demand, 
however, is exceedingly good. Jobbers’ stocks are light 
and orders for future delivery are being placed freely. 
Competition 


We quote from jobbers’ stocks, f o.b. Chicago: 
cold blast, 


lanterns, No. 0 tubular, $7 per doz.; No. 2 tubuiar 
$9.90 per doz, 

Lace Leather.—Jobbers report that they have ample 
stocks on hand to meet all demands for lace leather and 
that the demand is fair. There has been no change in 
price. 

We quote from jobbers’ stocks, f.0.b. Chicago Rawhide 
lace leather, %-in., $1.65 per 100 ft.; 44-in., $2 per 100 ft 
Chrome lace leather, %-in., $1.20 per 100 ft.; ‘y-in., $1.50 
per 100 ft. 

Nuts and Bolts.—Both jobbers and manufacturers ap- 
pear to be holding very firmly to present prices. Man- 
ufacturers have been able to make better deliveries on 
account of the large number of war contracts which 
have been canceled, making more of their contracts 
available for domestic use. Sales from a retail stand- 
point are very light and are confined chiefly to the 
manufacturing centers. 

We quote from 
bolts up to % x 4 in., 


jobbers’ stocks, f.0.b. Chicago: Machine, 
10-10 per cent discount, larger sizes, 


2o-5 per cent discount; carriage bolts up to 4% x 6 in., 40 pet 
cent discount; larger sizes, 20-5 per cent discount, hot 
pressed nuts, square, $1.05 off, and hexagon, 85c. off, per 
100 Ib.; tire bolts, 40-5 per cent discount; stove bolts, 60-10 


per cent discount; lag screws, 

Nails.—Shipments from the mills continue to show 
a slight improvement, but the demand makes it impos- 
sible for the jobber to accumulate a surplus stock. It 
is believed, however, that there will be a fair supply 
of nails available for the spring trade. There has been 
no change in price. 

We quote from jobbers’ 
wire nails, $4.30 per keg base 
keg base. 

Oil Heaters.—The demand for oil heaters during the 
last week has been exceedingly heavy. This has been 
accounted for by the cold weather prevailing during the 
last few days. Jobbers’ stocks are comparatively light 
and there will be few heaters carried over by the re- 
tailer. 


10 per cent discount 


f.o.b. Chicago Common 
» cement coated nails, $4.20 pet 


tocks, 








We quote from jobber stocks, f.0.b. Chicago: No, T-24 
blue polished steel body oil heaters with heavy steel fount, 
capacity, 3 qt., $3.80 each; No. T-21 polished sheet steel 
body, black japanned finish, with safety fount, capacity, 3 qt., 


$4.40 each; No. T-31, capacity 1% gal., $7.15 each 

Roofing and Building Paper.—The Certainteed Prod- 
ucts Company has revised the price on both roofing and 
building paper. While the demand for immediate use 
is very limited, both the manufacturer and jobber be- 
lieve that the spring business will be unusually heavy, 
as large amounts of repair work are put off until after 
the war. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
teed roofing, one-ply, $1.53 per sq 
ply, $2.04 per sq Certainteed 


Certain 
; Certainteed roofing, two- 
roofing, three-ply, $2.55 per 
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sqy.; Major roofing, one-ply, $1.28 per sq.; Major roofing 
two-ply, $1.69 per sq.; Major roofing, three-ply, $2.10 per sq 
Sentinel roofing, one-ply, S38e. per sq.; Sentinel roofing, two 
ply, $1.04 per sq.; Sentinel roofing, three-ply, $1.25 per sq 
tarred felt, $2.60 per 100 Ib.; red and gray rosin paper, $47 
per ton, 


Razors and Blades.—Shipments of razors and razor 
blades are easing up, but jobbers report that their stocks 
are still badly broken. Manfacturers of safety razors 
are assuring the trade that a sufficient supply will be 
available in a very short time to meet all requirements, 
as the Government has removed all restrictions. Prices 
remain the same as last reported. 

We quote from jobbers’ stocks, f.0.b. Chicago: Full hol 
low ground, open blade razors, square point, flat rubber 
handles, $17.25 per doz. ; three-quarters hollow ground, squar+ 
point, oval rubber handles, $14.75 per doz. 

SAFETY RAZORS 


We quote from jobbers’ stocks, f.0.b. Chi 
cago, as follows: 


Gillette, $45 per doz.; Auto-Strop, $45 per 
doz.; Gem, in one doz. lots, $8.40 per doz.; 3 doz. lots, $8 
per doz.; Ever-Ready, in one doz. lots, $8.40 per doz.; 3 doz 
lots, $8 per doz, 
BLADES.—-We 
Gem, in 1 doz. 
Iiver-Ready, 1 


quote from jobbers’ 
sets, 7 blades to a 
card containing 1 


stocks, f.o.b. Chicago 
set, $4.20 per doz. sets; 
gross blades, 4% doz, to a 
package, 24 packages to the card, $6.72; Gillette, in 1 doz. 
packages, 6 blades to the packages, $4.50; Gillette, 1 doz 
packages, 12 blades to a package, $9; Auto-Strop, No. 61014, 
in doz. packages, 6 blades to a package, $4.50; Auto-Strop 
No. 610, in doz, packages, 12 blades to a package, $9. 
_Rope.—There has been no change in the rope prices 
since last reported; however, both manufacturers and 
jobbers report a very active market from a_ buying 
standpoint. It seems that the retailers are taking ad- 
vantage of the present prices and are replenishing their 
stocks. They report, however, that very little rope is 
being sold over the counter. 

We quote from jobbers’ stocks, f.o.b 


Chicago, as follows 






No, 1 manila rope, 2244c. per Ib. base; No. 2 manila rope, 
21%c. per lb. base ; . 8 manila rope, 19%4c. per Ib. base; 
sisal rope, No, 1, 21 . per Ib.; No, 2, 18'4c. per Ib 





Sleds.—Dealers report heavy volume of sales for the 
last week, and that stocks are very low. The abundance 
of snow during the last ten days accounts for the heavy 
sales on sleds. 

We quote from 


jobbers’ stocks, f.o.b. Chicago Stamped 
steel coaster with ‘ 


T-shaped spring steel runner, No. 130, 
30 per doz.; No. 131, $15.20 per doz.; No. 13 
wood coaster, No. 5, with low runner, §$: 
No, 10, $8.25 per doz.; No. 12, $11 per doz.; high wood ecut- 
ter, competition grade, No. 86, two-knee, $4.75 per doz.; No. 
7, three-knee, $6.65 per doz, 









55S per doz. ; 


Skates.—The freezing of the ponds and rivers has 
created a heavy demand for skates. Jobbers report 
that their stocks are rapidly dwindling and that very 
few skates will be carried over into next year. Prices 
remain firm. : 


We quote from jobbers’ stocks, f.o.b. Chicago: Barney & 
Berry lever stamp No. 30, bright finish, men's skates, 66c. 
per pair; nickel, 90c. per pair; key clamp, No. 112, nickel 


plate on cast steel, $1.10 per pair; No. 122, nickel plate on 

hardened steel, $1.50 per pair; key clamp hockey, No. 612-B 

cast steel blade, $1.25 per pair; No. 662-B, special tempered 

steel blade, $2 per pair; women’s clamp pattern, No. 72%. 

nickel plated, welded tool steel blade, $1.50 per pair ; women’s 
Pari) 





hockey No. 772%, $1.20 per pair; women’s half key clamp 
rocker, No. 310-B, cast steel blade, bright finish, $1.25 per 
pair; No. 372, welded tool steel blade, $2.10 per pair 


Sand Paper.—Retail sales on sand paper continue to 
be very light and very few sales are being recorded. 
Both jobbers and retailers have ample stocks on hand 
and a good spring business is expected. 

We quote from jobbers’ stocks, f.0.b. Chicago, as 
No. 1 sand paper, best grade, $5.40 per ream 
$4.85 per ream. 

Screws.—Jobbers expect that their stocks will soon 
be in condition to fill all orders promptly, as the manu- 
facturers are making better deliveries than ever. There 
has been no change in price since last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head 
bright screws, 70-10-10; round head blued, 65-10-10: flat head 
brass, 4214-10-5; round head brass, 40-10-5, 

Solder.—The price on solder is weaker, due to the 
recent decline of both lead and tin. The demand is 
only fair. 

We quote from jobbers’ 
50-50 solder, 
lots. 


follows: 
; cheaper grade, 


N stocks, f.0.b. Chicago: Warranted 
foc. per Ib. ; in full case dots, 47¢. per Ib. in small 


Steel Sheets.—The consumers of steel sheets are or- 
dering just enough to meet their immediate require- 
ments, as they expect that the manufacturers will 
lower their prices for warehouse delivery. Reports from 
the mills indicate that new orders are not coming in as 
freely as usual and customers are holding off in ex- 
pectation that the manufacturers will guarantee then 
against price decline. 

From warehouse stocks, f.0.b. Chicago No. 10 
nealed sheets, $5.17 per 100 Ib.; No 
Ib.; No. 28 galv., $7.57 per 100 Ib 

Sash Weights.—Both jobbers and retailers report that 
they have very few sash weights on hand and that the 
demand is very limited. It is expected that the foun- 


blue an 
28 black, $6.22 per 100 
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dries will accumulate a surplus stock in anticipation of 
the spring business. 

from jobbers’ stocks, f.o0.b 
$50 per ton; in less than ton lots, 


Chicago: Sash weights 


We quote 
$52 per ton 


in ton iots, 


Stove Pipe and Stove Board.—There is nothing new 
to report in the situation of stove pipe and stove board. 
There has been no improvement in shipments, and local 
jobbers are unable to fill orders on stove pipe and it is 
improbable that there will be any further deliveries from 
the manufacturers for this spring. Stove board stocks 


are in fair condition, and jobbers are filling orders 
promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: Square 
erystal stove boards, wood lined, 4 x 24, $11.60 per doz 





$13.65 per doz.; 28 x 28, $16 per doz.; 30 x 30, 


6 x 26, 


$18.05 per doz.; 33 x 33, $21.70 per doz.; 36 x 36, $25.95 per 
doz square crystal stove boards, paper lined, 18 x 18, $6.20 
per doz.; 24 x 24, $7.50 per doz.; 26 x 26, $8.30 per doz 

’s x 28, $9.20 per doz.; 30 x 30, "$10.90 per doz.; 32 x 32, 


$12.90 per doz.; 35 x 35, $16.15 per doz. Prices subject to 10 


per cent discount in case lots. 

Steel Traps.—Re-orders on steel traps for immediate 
shipment are being reported by the jobber. It seems 
that the dealers did not anticipate their full require- 
ments; the result is that their stocks are running low. 
This has been an exceptionally good year for the sale 
of steel traps, owing to the high price of fur and the 
abundance of small fur bearing animals. 


We quote from jobbers’ stocks, f.o.b. Chicago: 

Victor Tri aps No. 0, $1.65 per Gon. m No. 1, $1.95; No. 144, 
$2.93: No $4.09; No. 3, $5.44; No. 4, $6.42; No. 91, $2.74; 
No. 91%, $3.89. 

Oneida Jump Traps——-No. 0, $2.26 per doz.; No. 1, $2.6¢ 






No. 1%, $3.97; No. 2, $5.83; No. 3, $7.77; No. 4, $9.15; No 


12. $6.38: No. 13, $8.81: No. 14, $9.69; No. 91, $3.32) No 
91%, $4.71 

Newhouse Traps—No. 0, $3.65 per doz No. 1, $4.29: No 
1%, $6.42; No. 2, $9.49; No. 3, $12.66 No, 4, $14.93 All 


prices include chains 


Tacks.—Sales on tacks continue to be very light and 
are confined mostlv to the manufacturing districts. 


We quote from jobbers’ stocks, f.o.b. Chicago Upholster 
ers’ tacks, 6 oz., 25-Ib. boxes, 20ec. per Ib bill posters’ tack 
§ oz., 25-lb. boxes, 1%c. per Ib 

W Seclbnerewe,-teles on wheelbarrows at this time 


of the year are exceedingly light, as it is impossible to 
do much outdoor work. However, jobbers are placing 
large specifications with the manufacturers in antici- 
pation of unusually heavy spring business. 


From jobbers’ stocks, f.o.b. Chicago No. 4 tubular bar- 
rows, all steel, $8 each; common tray or stave tray barrows, 
$2.50 each; angle leg, garden barrow $4.50 eacl 

Wire Products.—Price on wire products continues 
very firm and it is doubtful if any new prices will be 


put into effect in the very near future. Deliveries on 
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er in New England hardware circles un- 
questionably is more hopeful than it was on January 

but there is still a tendency, especially on the part 
of the average retail dealer, to go ahead cautiously. But 
the mere fact that virtually everybody is looking at the 
future with more confidence is the one real big feature 
of the market for the past week. The rank and file of 
the retail trade are doing a better business so far this 
month than anticipated, a fact that has materially 
helped sentiment, especially as customers very seldom 
find fault with retail prices. 

The local shelf hardware jobbers are going ahead on 
a three months’ plan as though actual fighting was in 
progress on the other side of the water. That is, in 
replacing standard goods they are ordering in sufficient 
quantities to last them at lez ist 90 days, and on season- 
able goods they are buying even more heavily. Business 
with them is spotty. Here and there one finds a jobber 
whose business has held up remarkably well so far this 
month, largely because his salesmen out on the road are 
full of pep and going after trade with vigor. 

Other houses, on the other hand, say business is only 
fair, as is to be expected at this season of the year. 
One of the largest manufacturers of tools has notified 
the local jobbers of a new business policy. The manu- 
facturer, in complying with government elimination of 
non-essential tools, found that 90 per cent of its sales 
prior to our entering the war were confined to 10 per 
cent of the items manufactured. So the company has 
decided to carry a much smaller line of goods than here- 
tofore, and sets down many reasons, of which the fol- 
lowing are the most important: The company’s policy 
means a quicker trunover to the jobber, because salable 
items move fast; because less money is tied up by the 
jobber; because it will be easier to have a complete 
stock; because there will be no dead stock on jobbers’ 
shelves which eat up the profits of the hardware busi- 
ness, and because there will be less detail in selling, 
buying and administrative work. It is understood here 
that other hardware manufacturers will follow the ex- 
ample of this tool maker. Boston jobbers are of the 
opinion that the idea is a good one provided, of course, it 
is not carried to an extreme. Collections are remark- 
ably good, stocks in retail and jobbing hands as a rule 
are small, and there are still no indications of any gen- 
eral downward trend of hardware values. It would ap- 
peril then, that the shelf hardware market is in a de 

cidedly hee ilthy condition. 

The heavy hardware jobbers here are still holding off 
on making extensive purchases of new stock. Local 
representatives of steel producers are of the opinion 
that the production of all mills will fall to 60 per cent 
of normal or less, before a real buying movement de- 
velops. The local jobbers evidently feel that there is no 





barbed wire are a little better than they were, but the 
dmand still exceeds the supply. 

We quote from jobbers’ stocks, f.o.b. Chicago: Galvanized 
barbed wire, catchweights, $5.60 per 100 Ib ralvanized hog 
wire, 80-rd. rolls, $4.80 per roll; galvanized cattle wire, 80-rd 
rolls, $4.50 per roll. Poultry netting, galvanized before weav 
ing, 50 per cent discount; galvanized after weaving lo» per 
cent discount 

WirRE CLOTH We quote from jobber toe] fob. Ch 
cago: 12-mesh black, from $2.15 to $2.25 per 100 sq. ft base 
This price is for size from 24 in. to 48 in Size below 24 i 
ure 10c. per hundred higher ize thove {s ire 4006. pet 
hundred higher 
need of hurrying purchases under yeneral market con 


ditions. All of them are of the opinion that mill prices 
may go lower, but they do not expect any drastic down 
ward revision in values. They are receiving more or 
less stock from the mills that was ordered some time 
ago and not canceled. Local supplies of steel and iron 
products, generally speaking, continue broken, and as 


business continues fairly good, jobbing prices hold 
steady on the recently revised basis. 
Anvils.—No improvement in the demand for anvils 


is noted here. Stocks are not however, and 
the market is steady. 


We quote jobbers’ stocks 


excessive, 
from Standard make per 

Axes.—A slight improvement in the demand for axes 
is noted here and there among the jobbers. While the 
supply situation is easier than it was last December, it 
is far from satisfactory, and jobbers report it difficult 
at times to fill full orders. 


We quote from jobber tocks Single t 
t COZ double bit axe $19 to $21 a doz 
Axles.— Occasionally there is a call for small lots of 


axles, but business is unusually ,quiet, even for January 
So far as can be ascertained there is no disposition on 
the part of the jobber to reduce prices 


We quote from jobbers’ stock Square be 4 bed 
ind Lt piece under 2% im, l2e. per Ib , al 13 
All axles without boxes, '4c¢. per Ib. exti 


Axle Grease.—A moderate amount of axle grease is 


reported to have changed hands since last reports. The 
market, everything considered, is in a satisfactory posi 
tion. 

We quote from jobbers’ stock Snow }I ‘ ra hart 
$3.40 ) quart, $6; 4 quart ize, $10 per ce 


Barbed Wire.—Local supplies of b: wtied wire have not 
been increased noticeably since last reports, notwith 
standing the fact that manufacturers announced 
they are in a position to make prompt deliveries. The 


have 


demand for barbed wire here is far from encouraging, 
and jobbers evidently intend to put off getting fresh 
voods as long as possible. 

We quote from jobbers’ stocl Barbe 1 n twist 
pony reel $5.85 per 100 Ib eight-rod ee z Plain 
twist $5.05 per 100 Ib Staple in wh 
broken casks, $7 

Bolts and Nuts.—Much of the government work con 
tracted for in New England, which called for the con 
sumption of bolts and nuts in large quantities, has been 
completed or canceled, and naturally there has been a 


slowing up of the local market as a result. Shipyards 
however, continue good buyers of stock and for that 
reason local prices hold remarkably steady. Supplies, 
generally speaking, are considerably larger than they 
but there is still room for 


were a month ago, improve- 
ment in this respect. 
Machine bolts, C. T. & D. nuts, 4% % ar ; and 
per cent discount 1% x % and larger f and 2% per 
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ent discount; with H. PF. nuts, 4 x % and smaller, 40 per 
cent discount; 44 x % and larger, Zo and 5 per cent dis- 
count; common carriage bolts, 6 x % and smaller, 35 per cent 
discount; 64% x *% and iarger, 20 and o per 


cent discount ; 
tap bolts, list plus 25 per cent; KHagle carriage bolts, 60 per 


ent discount: stove boits, large quantities, 60 per cent dis- 
count, small quantities, 50 per cent discount; bolt ends, 20 
per cent discount; tire bolts, 40 and 5 per cent discount; 


semi-finished nuts, 9/16 and smaller, 60 per cent discount; 
*% and larger, 50 and 10 per cent discount; finished case 
hardened nuts, 50 per cent discount; H. P. square blank in 


full keg, list plus le. per 100 Ib.; tapped, plus lec.; hexagon- 
blank, plus lé tapped, plus 1c.; C. P. C. & T. square blank, 
plus le.; tapped, plus le hex: igon blank, plus lc.; tapped, 


plus le 

Chain.—Local jobbers have resumed quotations on 
chain in view of the fact that the government has re- 
moved restrictions. Local quotations, however, are 
purely nominal, for nobody has enough stock on hand 
to permit selection by a buyer. There is still some un- 
certainty in the supply situation, and because of this 
fact it may be necessary at some distant date to re- 
adjust local values. 


We quote proof coil, self-colored chain, in ¢ 19 lots, from 
jobbers’ stocks: 3/16 in., $17.10; % in., $14.5 5/16 in., 
$13.55; 3% in., $13; 7 hg " £t., $13 per 


16 in., $13; 1% in. S14 i 
100 Ib B.B., t 
furnished on 
Chisels.—The demand for all kinds of chisels holds up 
well, especially for this time of the year. If fresh goods 
have been ordered by the jobbers they have not arrived, 
for almost everybody reports stocks badly broken. It 
is understood that most of the buying of late has come 
from parties outside of Greater Boston. 
We quote from jobbers’ stocks: Chisels, socket, O. S. C 
$6.90 per dozen; No. 3% C., $8.40 per dozen. 


Quotations on wist link ‘and long link chains 


application. 


Coal Hods.—Comparatively few coal hods are moving 
out of jobbers’ hands at the moment because, they say, 
the bulk of the buying was done previous to Jan. 1. 
They say also that they are not in a position to supply 
any big demand, stocks having been badly depleted. 
The retail trade report the demand for coal hods a little 
above normal. 

We quote from 
handle), japanned, No. 15, 
17, $6.23. Galvanized, No. 15, 
No. 17, $10.13; No. 18, $11.05. 

Cooking Ware (Glass).—“Light sales” is the general 
report of the jobbers on glass cooking ware. Quite a 
number of them, being highly pleased with 1918 sales 
of these goods, indicate that they intend to stock up 
heavily within a short time. 

We quote 
per dozen; 
ing dishes, 
per dozen; 2-qt., 
dozen. Cake dishes, 
per dozen. Small baking 
Jobbers’ terms are 30 per 

-Copper Base Goods.—The market for goods made 
largely of copper is decidedly unsettled because of the 
metal market. In local stock market circles it is gen- 
erally understood that the demand for copper metal is 
absolutely flat, offers of quantities at 23c. a pound hav- 
ing failed to stimulate interest among buyers. 
price is far below that established by the government 
during the war, and copper base goods manufacturers 
are undecided whether the metal market will fall fur- 
ther. Some of the manufacturers, who are going ahead, 
have or are about to announce new price lists, accord- 
ing to common gossip here. For instance, since last 
reports there has been announced a slight decline in 
prices on copper rivets and burrs. 


grade (wood 
$5.95; No 
$9.38; 


jobbers’ stocks: Medium 
$5.58 per doz.; No. 16, 
$8.48 per doz.; No. 16, 


” 


‘asseroles, round, 1-qt., $18 
$24 per dozen. Bak- 


from jobbers’ stocks: ¢ 
1144-qt., $21 per dozen; 2-qt., 
uncovered, 1-qt., $10.20 per dozen; 1%-qt., $12 
$14.40 per dozen. Vie plates, $9 to $12 per 
$9 per dozen. Bread pans, $10.80 to $21 
dishes, $1.80 to $3.60 per dozen 
cent off list. 


Cutlery. —Salesmen out on the road are beginning to 
send in orders for cutlery, but to date the buying clearly 
indicates considerable caution on the part of the average 
retail dealer. Jobbers are beginning to get in fresh 
supplies of various goods, but stocks are still far be- 
low. normal in Boston. High-grade cutlery, especially 
scissors and shears, is far from plentiful, and according 
to well informed people it will be for some months to 
come. The cheaper goods appear a little more plentiful, 
although some manufacturers are still giving consider- 
able of their attention to South American business. 

. each; No. 10, $1.58; No. 9, 
Dental snips, No. 0, $9.80 


—Trimmer, No. 
8, $1.95; No. 7, $ 
$10.75. 

Wiss goods, 


SNIPS.- 
$1.72; No. 
per dozen; No. 1, 

Scissors.—Heinisch and 
(two sharp points), 3-in., $8.85 list per dozen; 3%%4-in., 
4-in., $9.50. Standard ladies (one round and one 
point), 4-in., $9.50 list per dozen; 5-in., $10.10; 6-in., 
Pocket (two round points), 4-in., $8.85 list per dozen ; 
$9.20; 5-in., $9.50. Buttohole, 4%-in., $11.40 list per 
Manicure, 3%-iu., $12.65 list per dozen. Nail, 314-in., 
list per dozen. 





standard embroidery 
$9.20; 
sharp 
$11.40. 
4%-in., 
dozen. 
$12.65 


SHEARS. rte 8 -grade peeeee, 6-in., $8.60 per dozen; 
6%-in., $9.2 0; 7-in., $9.70; 4-in., $10. 25°: 8-in., $10.80: 8\%,- 
in., $11.35; 9- in., $13.45; io- in., $16.70; 11-in., $18.85; 12-in., 
$20 45; 13 in., $22.60. Popular-priced goods (warranted), all 


Low-priced goods, all sizes, $2 per dozen. 
standard 6-in., $4 per 


sizes, $4 per dozen. 


KNIVES Butcher knives, make, 


This , 


Hardware Age 


dozen; 7-in., $4.80; 8-in., $6; 9-in., $7; 10-in., $8.50; 12-in., 
$11; 14-in., $14. 

Pocket knives, standard make, $8 per dozen. 

Hair CurTrers.—Popular kinds, plain cases, 75c. and $1.50 
each. Fancy cases cost more. 


Safety Razors.—Gillette regular sets $5, traveling 
sets $16 to $27, less 25 per cent discount. Auto-Strop 
regular sets $5, less 25 per cent discount. Gem $1 sets, 
$8.40 in dozen and $9 in less than dozen lots. Ever- 
Ready sets, $8.40 in dozen and $9 in less than dozen 
lots. 


Files.—The demand for files in general is fair, but it 
is of a hand-to-mouth nature. The manufacturers are 
of the opinion that the market will not be upset by any 
dumping of government owned goods, and they antici- 
pate a good business just as soon as the stock-taking, 
inventory and tax program is well out of the way. 

We quote from jobbers’ stocks: Nicholson, 40 and 10 per 
cent discount; Arcade, 50 and 6 per cent discount; Great 
Western, J. B. Smith and similar brands, 50 and 10 per cent 
discount; X F (Swiss pattern), list plus 124%c.; Chelsea 
hand-cut files, list; American machine-cut files, 50 and 5 per 
cent discount. 

Freezers.—Some of the freezer manufacturers are out 
with new lists which show only slight variations in 
quotations on some parts. Jobbers say some retailers 
are showing interest in the market, but that up to date 
actual sales have been light. 

We quote from jobbers’ White 


stocks: Mountain eae 





1-qt., $2.43; 2-qt., $3.03; 3-qt., $3.60; bet $4.23; 6- “at, $5.3 
S-qt., $6.93; 10-q $8.85; 1 2-qt., $11.25; 15-qt., $1 3.35; 20- =. 
$17.31; 25-qt., $22.20 each. 


Galvanized Bars.—The market for galvanized bars 
holds strong. Business is somewhat smaller than was 
the case a month or so ago, but is a little better than it 
was for the corresponding period last year. Local sup- 
plies are only fairly large. 

We quote from jobbers’ stocks: Flat galvanized bars in 
stocks, 1 x \ in., 12 ft. long, $9.50 per 100 Ib.; x 3/16 in., 
12 ft. long, $9; 1x %4 in., 16 ft. long, $8.80; 14% x % in., 16 
ft. long, $8.80. 

Round galvi inized bars in stock, ™% in., $8.80 
per 100 lb.; 5 in., 18 tt. long, $8.70; % in., $8.60. 

Galvanized Pails.—The movement of galvanized pails 
out of jobbers’ hands since last reports has been rather 
small, but the market apparently is just as firm as ever. 
In a retail way business is fairly good, according to most 
reports. 

We qucte from jobbers’ 


18 ft. 
18 ft. 


long, 
long, 


stocks: Common galv: nized Dé rils, 





light finished, 8-qt., $4.20 per dozen; 10-qt., $4.75; 12-qt., 

25; common stock pails, light finished, 14- -qt., $5.88 per 
uae Common pails, heavy finished, 14-qt., 50 Ib. to the 
dozen, $9.88 per dozen; lighter weights, 14-qt., $7.65. 


Glass.—Retailers report some slowing up in the call 
for window glass, but the market is by no means in- 
active. So far this month sales, in many instances, have 
run well ahead of last year. Hardware jobbers have 
not much stock on hand, but they say they should be 
better supplied by Feb. 1, or thereabouts. The whole- 
sale market, according to local representatives of the 
manufacturers, is quiet, but very firm. A pronounced 
increase in business is expected within the near future. 

We quote from jobbers’ stocks: Glass, single A and B, first 
three and above first three brackets, 77 per cent discount 
from the list; double A, 81 per cent discount; double B, 81 
per cent discount; A and B quality by the light, 75 and 10 
per cent discount; single lights, 75 and 10 per cent discount; 
box, 79 per cent discount. 

LEADED GLASS.—Plain cathedral, 18c. per sq. ft.; 
mental figured, -in. thick, 20c. per sq. ft.; 
23c. per sq. ft. 

SKYLIGHT GLASS.- 
ft.; 3/16-in. 


monu- 
double ground, 


Rough or rolled, 
thick, 20. per sq. ft. 


% in. thick, 16ce. 
\%4-in. thick, 25c. 


per sq. 
per sq. ft. 

Garden Tools.—In certain oni it was felt some 
time ago that the outlook for garden tools this year 
yas not especially bright in view of the fact that the 
“war garden” movement would slacken now that the 
war is over. To-day, however, the indications are that 
the number of war gardens this season will be larger 
than ever. Seed people feel that war gardens have 
come to stay because people have discovered that the 
garden means a considerable saving in the cost of living 
and helps one’s health as well. President Charles L. 
Peck of the National War Garden Commission, recently 
said that every Victory gardener in the United States 
will rally to the call of the President to help feed the 
people in the stricken areas of Europe. The campaign 
of the commission for 1919 has been under way ever 
since the 1918 planting season closed. It would appear 
then that the future of the garden tool market is much 
brighter than was first supposed. 


Hack Saws.—The market for hack saws is quiet as 
is to be expected at this season of the year. Jobbers 
say that fundamental conditions are firm, and that they 
expect a normal revival of business before another 
month passes. 

We quote from jobbers’ stocks: 
lots or over, 15 per cent discount. 


Hack saws, in one gross 
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Heaters.—There has been a heavy movement of oil 
heaters out of jobbers’ hands since last reports on 
orders, most of which were placed some time ago. Some 
retail firms had just about made up their minds to can- 
cel such orders when the cold spell revived trade and 
they changed their minds. It is understood that the 
sale of oil heaters for the 1918-19 winter season has 
been larger than ever before in the history of the 
article. 

Horseshoes.—No improvement in the call for horse- 
shoes is reported by jobbers. Blacksmiths have done a 
land-office business during the past fortnight, and most 
of them have made a big hole in supplies. It is reason- 
able to assume, therefore, there will be some re-orders 
placed with the jobbers before winter passes. 

We quote from jobbers’ stocks: Standard makes in 100-lb. 
kegs, to dealers at Maine, New Hampshire, Vermont, Massa- 
chusetts and Rhode Island points, $8 per keg; to Connecticut 
trade, $7.75 per 100-lb. keg. 

Hose.—Although a little early in the season, some 
interest is displayed in rubber hose. Buyers are sound- 
ing the market both as regards supplies and prices. In- 
dications are that the market will be well supplied be- 
fore business opens with a rush. The manufacturers 
are trying to eliminated % and %-inch hose, claiming 
they are unnecessary, and many of the local jobbers are 
of the same opinion. It would appear, then, that these 
sizes will be scarce during 1919. 

We quote from jobbers’ stocks: Garden cotton hose: Merit, 


% in., 18c. Rubber hose: Leader, % in., Ll4ec.; % in., 
121,¢c.; Good Luck, % in., 14%c.; Milo, % in., 15c.; Bulldog 
(seven ply), %& in., 18%c.; Olympia (wire bound), % in., 
134c. per foot. Add %e. per foot if ordering in 25-ft. 


lengths. 


Ice Tools.—Reports from many sections of New Eng- 
land are that ice cutting has begun, but this fact has 
had no noticeable influence on the demand for ice tools. 
Prices for these articles remain firm and unchanged. 

Iron.—Local supplies of iron are in much better shape 
than was the case a month ago, but they are by no 
means back to normal. Orders for stock are mostly for 
small lots, but the aggregate sales for the past week 
foot up remarkably well for this time of the year. From 
outside sources it is intimated that the market is weaker, 
but so far as can be learned locally prices are just as 
steady as ever. . 

Hoop iron, $6 per 100 Ib. base; band iron, $5.55 base; best 
iron flats, rounds and squares, $6.50; H. & P. ovals, half 
ovals, bevels and half rounds, best iron, $7.50; refined iron, 
$5.55; common iron, 9/16 to 1% tn. round and square, $4.80; 
yx 4 to 1x 4 in., $4.80; Norway iron, $20; with National 
bar iron extras; broken bundles, add %c. per Ib. Quantity 
differentials charged on all iron under 2000 to 1000 Ib.; 20e. 
per 100 lb.; ander 1000 Ib., 70c. per 100 Ib. 

Lawn Mowers.—Orders for lawn mowers are few and 
far between. Some of the retail dealers of Greater 
Boston carried over fairly large stocks last season, but 
the number so situated is very small. Most everybody 
is lightly supplied and they say they see no reason why 
they should not buy freely later on. Jobbers’ stocks are 
smaller than they were a year ago as a general thing, 
but this situation will be rectified at an early date. 

We quote from jobbers’ stocks: Lawn mowers, 12-in., $4.65 
each; 14-in., $4.80; 16-in., $5; 18-in., $5.20. 

Nails.—During the past month quite a hole has been 
made in jobbers’ back orders on nails. Wire nails con- 
tinue to come forward fairly freely, but receipts of cut 
stock have been small, possibly because the average 
distributing house has a good stock on hand. Horse- 
shoe nails continue in light supply and they are held at 
firm prices. Coated nails are moving a little better at 
former quotations. 

We quote from jobbers’ stocks: Wire nails, $4.50 to $4.75 
base; cut nails. $5.80 base. Horseshoe nails, No. 5, $5.75 to 
$6.75: No. 6, $5.25 to $6; No. 7, $5 to $5.75; No. 8, $4.75 
to $5.50; Nos. 9, 10 and 11, $4.65 to $5.35. For less than 25 Ib. 
of a size add lec. per Ib. 

Poultry Netting.—The thirty-first annual show of the 
3oston Poultry Association opens next week in 
Mechanies’ Building, Boston, and it is understood that 
some 10,000 birds will be on exhibition. During the past 
week there have been smaller shows in the western part 
of Massachusetts and in Maine. It is generally ex- 
pected that these shows will stimulate an interest in 
poultry netting. 

Galvanized hexagon, six square, poultry netting, 45 per cent 
discount, f.o.b. Pittsburgh, and 35 per cent discount, f.o.b. 
foston. Pittsburgh freight to be added to invoices when 
rendered. All orders taken to be for immediate shipment. 

Rivets.—Local sales of rivets during the past week, 
while far from heavy, have been entirely satisfactory to 
the jobbers. The buying has embraced all sizes, but 
has run largely to large, the supply of which is slightly 
better than was the case a month or so ago. The job- 
bers appear confident that the demand for stock will 
assume normal proportions at an early date. 


We quote from jobbers’ stocks: Norway iron rivets, 49 pet 
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base 


cent discount; structural rivets, full kegs, $6.10 per 


100 Ib. 

Roofing Cement.—Moderate sales of roofing cement 
are reported, notwithstanding the season of the year. 
tetail dealers say the consumption of this product held 
on longer than usual this winter because of the open 
weather. 

We quote from jobbers’ stocks 
containers, 742.c. per pound; in 
pound. 

Rope.—The rope market evidently has settled down 
to an even basis inasmuch as no further price reductions 
have been announced during the past fortnight. Gossip 
has it that on its present basis rope stands the manu- 
facturer a loss, but little credit is given the story in 
jobbing circles. 

We jobbers’ stocks: 
base ; tarred lath yarn, 

Sandpaper.—All kinds of sand and emery paper con- 
tinue to sell in moderate volume, most houses saying 
business is about normal. The local supply is not large 
and some retail dealers claim that they have had trouble 
in getting desired quantities of stock. Now that the 
new price lists are out, however, it is believed this situ- 
ation will soon be righted. 

We quote from jobbers’ stocks: 


Roofing cement in 5-lb 
21,-lb. containers, 8c. per 


Manila, 24e. 


20e 


from per pound 


2ac. : 


quote 


sisal, 


Best grade, No. 00.0, $7.50 


per ream; No. 4, $7.90; No. 1, $9; No. 1%, $10.50; No. 2, 
$12.15; No. 2%, $13.95; No. 3, $15.90; assorted $10.50, sub- 
ject to 30 and 10 per cent discount on full packages and 


30 per cent discount on broken packages 

Star grade, No. 00.0, $6.75; No. 4, $7.20; No. 1, $8.10; 
No. 1%, $9.15; No. 2, $10.35; No. 2%, $11.70; No. 3, $13 
assorted, $9.50 per ream; subject to 30 and 10 per cent dis- 
count on full packages and 30 per cent discount on broken 
packages. 

Emery cloth and paper still 
counts. 

Sash Cord.—Comparatively little sash cord has moved 
out of jobbers’ hands so far this month. Were it not 
for the fact that jobbers’ stocks as a rule are very small 
and that materials are still costing the manufacturer 
big money one might expect the market to weaken. But 
all indications point to a strong market for some months 
ahead. 


retain the old list and dis 


We quote from jobbers’ stocks: Spot cord, No. 7, 90c¢. per 
Ib.; Nos. 8 to 12, 89c. Phoenix, No. 6, 68c. per Ib.; No. 7 
66c.; Nos. 8 to 12, 65¢.; Siiver Lake B, 98e 


Sash Weights.—No improvement in the demand for 
sash weights is noted, nor has there been any change 
in quotations, notwithstanding the readjustment in iron 
values. 

We quote from jobbers’ stocks 
3%4ec. per Ib Direct shipments from foundry, 3c 
shipping point. 

Screws.—Some of the manufacturers of screws have 
issued new price lists which show a general downward 
revision. The drop in prices, however, has been small. 
Although no official statements have been issued by the 
makers, it is generally conceded in local hardware circles 
that those manufacturers who have not met the new 
schedule will do so within a short time. The demand 
for screws is not especially brisk, according to Boston 
jobbers and retailers. 


Sash weights from stock 
‘ per Ib., f.0.b 


We quote from jobbers’ stocks Iron, bright flat head, 70 
and 20 per cent discount Iron, blued, flat head, 70 and 20 
per cent discount, add 5 per cent; round, 65 and 20 per cent 
discount Iron, galvanized, flat head, » and 20 per cent 
discount Iron, nickel plated, flat head, 57! nd 20 per 
cent discount; round, 574% and 20 per cent discount [ron 
brass plated, flat head, 55 per cent discount round, 55 pet 
cent discount. Brass, bright, flat head, 4214 and ) per cent 
discount ; round and oval, 40 and 20 per cent discount. Coact 
screws, 40 per cent discount Iron machine screw 50 per 
cent discount Cap screws, 40 per cent discount Set screw 


45 per cent discount. 

Sheathing Paper.—There has been no noticeable in 
crease in building so far this year. In fact, if such a 
thing is possible, there is less construction work going 
on in New England. Everybody appears confident, 
however, that the near future holds encouragement, but 
in the meantime very little sheathing paper is changing 
hands locally. Prices, on the other hand, if anything, 


appear a little firmer, although they have not been 
changed. 
We quote from jobbers’ stocks: Best grade of sheathing 


paper, $85 per ton. 

Shoe Findings.—Throughout this month and during 
almost half of February New England shoe and leather 
men are busy with meetings, conventions and banquets, 
both here and in New York. At such meetings as have 
been held here so far this month the general belief has 
been that prices for leather, especially heavy grades, 
will continue high for a long time. Shoe finding houses 
are going ahead on that theory and laying in fresh sup 


plies. They report business as exceptionally good. 

We quote from jobbers’ stocks: Taps, men’s, light, $1 per 
dozen; medium light, $1.65; medium heavy. $2.50; heavy 
$3.75 Women’s light. 75c. per dozen; medium heavy, $1.35 
Prices for boys’ taps correspond with those for women’ 


50 and 60c. per pound; branded, 


STRIPS Hemlock (clean), 
5 pound 


i5e.: oak heavy, medium and light, 65c. per 
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Shovels.— Some of the manufacturers of shovels have 
withdrawn their prices. The local jobbers have not been 
advised as yet what change, if any, the manufacturers 
propose to make in quotations. 


Sifters.—In a retail way the demand for all kinds of 


ash sifters holds up well, although it is not as brisk as 
it was before Christmas. Dealers are cleaning up well 
on supplie Jobbers have comparatively little stock 


on hand and report some piecing-out buying as well as 
very steady prices. 
We quote from jobber tocl ( 
4 doze kavorite Without covet Ho pe dozer 
dozen Rotary CSuces » $4 ped 


‘Common round rim, No. to 


( , | or EU) rye 
‘ | 


Skates.—-Skate 
elling 
porting good 
ter skating 

Snaths.—-Salesmen 


so far as the jobbers are concerned, 
well, but the retail firms and 
houses say the recent cold snap and bet 
conditions have helped business a little. 
calling on country retail dealers 
ay the trade is showing some interest in probable prices 
for snaths, but that they are placing few orders as yet. 
There are no indications in Boston that prices are likely 
within the near future. 

ith $12 per dozen; cherry, $14.50 5 a 


\ diseount of ft per 


are not some of 


to chanve 
h brush 


dozen i illowed o1 


$13.75 per 
ot ot " ‘ 7 


Springs. Very few carriage or wagon springs have 


old since last report The market is reported as firm, 
however 

We quot ron jobber tocks Wagon and carriage 
priy ‘ per Ib 


Steel. Receipts of small lots of fresh steel products 
continue to arrive in Boston from the mills, and with 
the exception of soft steel most jobbers are 
fairly comfortably well off for goods. Soft steel stocks 
are still broken, but this situation will be remedied as 
soon as the mills vet in good shape. Boston jobbers say 
the demand for steel, while far from active, is entirely 
satisfactory for this time of the year, and they express 
confidence that the market will be much better within 
a comparatively few days. Sentiment here is_ that 
the steel makers did just the right thing in the matter 
of wages, of labor and cost of material and that as soon 
as general business once gets under way the mills will 
have all they can do to supply wants. 


stocks, 


We quote soft teel bar from jobbers’ stocks: Flat bars 
tock lengths, not wider than 6 in. or thicker than 1 in. per 
100 Tb $4 base rounds and squares, 1% in. and under, $4 
base per 100 Ib 

Angles and channel tee under 3 in., stock lengths, $4 
base per 100 Ib 
Cold rolled steer rounds up to 1 15/16 in. and squares and 
hexagons, list plu 10 per cent, flats, list) plu 15 per cent 
Tire steel, 144 x » in. and larger, $4.50; thinner and nat 
rower, $5 

American calking steel. full bundles, $4.50 per 100° Ib 
Toe calh teel, fc. per Ib. base, broken bundles, 6'%4c base. 

Hoop steel, $6 per 100 Ib. base; band steel, $4.80 

Spring teel, open hearth, %& per Ib. base, better grade 
13 
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Tacks.—Some of the manufacturers of copper tacks 
have made a slight reduction in prices, but this action 
has not become general. All kinds of tacks are selling 
slowly, and jobbers’ stocks are more than ample for all 
requirements. 


We quote from jobber tocks: Tacks, $11.12 base per 10 
Ib \dd to base extras as per differentials list reported 

Copper tacks, sizes “% to 144 base, oi Ioxtra charge 
made for small size 

Twist Drills.—The call for twist drills is light, but 


the market apparently is as firm as ever. So far a 
can be learned there are no job lots of stock hanging 
over the market. It is understood that the theft of 
drills has been stopped. 

We quote from 
1'4,-in traight shank, 


O per cent discount 
tion 


stocks 
cent 
peed 


jobber 
10 per 
Higgh 


Carbon, drills, sizes up te 
discount, Bit stock drill 
drills, prices on applic 


Tires.—Hardware jobbers are counting on an excel 
lent auto tire business this spring. As a matter of fact 
the demand is unusually good to-day. In regard to the 
price outlook one of the leading tire manufacturers say 
that values will be reduced only when costs of commodi 
ties, particularly cotton, have been materially reduced 
He says he does not believe there will be any great 
advance in the price of crude rubber in 1919, and that 
an increased consumption will take care of whatever 
accumulation exists in the East. 

Vacuum Goods.—Almost nothing has been moving: in 
the vacuum goods line during the past week, according 
to the jobbers, but prices are steady and unchanged. 


We quote from jobbers’ stocks: Popular lines, in lots of 
one dozen or more, 25 and TO per cent discount; in. lot ot 
le than one dozen add 5 per cent discount 


Washers.—A moderate volume of business has been 
transacted of late in washers, jobbers reporting all kinds 
moving. Stocks are considerably larger than they were 
a month or so ago, but they are not as large as the 
distributors would like to see. 


We quote from jobbers’ stocks: Cut washers, in 200-!b 
kegs, list plus 2e. per Ib. Smaller lots as follows: 100 to 19% 
b., Se. per Ib 50 to 99 Ib., 4e 25 to 49 Ib., 5¢e.; 10 to 24 Ib 


per Ib.; malleable washers, Zc. per Ib 
cast washers, 5 in. and smaller, 6c. per lb.; and larger, 5e 
Wire Cloth.—Little or no improvement in the call for 
wire cloth is recorded, but jobbers are of the opinion 
that business will pick up from now on. Local houses 
are well supplied with stock. 
We 


$2.60 


éc.: 1 to 9 Ib., Te. 


cloth, 12> mesh 
Terms, 60 days net; 2 per 
eent cash 10 days Black wire cloth, 12 mesh, $2.55 per 
sq. ft., f.o.b. Pittsburgh. Silver wire cloth, 12 mesh, $3.10 
f.o.b. Boston, and $3.05 per sq. ft., f.o.b. Pittsburgh. Prices 
on bronze wire cloth are quoted on the same basis and undet 
the same conditions as last season, In ordering goods from 
the factory the Pittsburgh freight will be added to invoice 
when rendered All orders for wire cloth taken to be subject 
for immediate shipment 

Wire Screening.—The demand for wire screening has 
been about normal of late. Prices hold firm. 


We quote from jobbers’ stocks: 12 to 18 in 
per 100 sq. ft 18 to 24 in., $5.25; 24 to 48 in., 


quote from jobbers’ lists: Black wire 


per sq. ft., f.0.b. Boston 


screening, $5 
$5.50 


PITTSBURGH 


Otlice of HARDWARE AGt 
Pittsburgh, Jan. 14, 1919 
E pee whole steel trade is marking time and has been 
for nearly a month, or since about Dec. 15 last 
year, at which time it became known that the War 
Industries Board at Washington, D. C., would no longer 
control prices of iron and steel products, and which 
disbanded at the end of last year. As yet there are no 
signs of a general buying movement in the steel trade, 
and none is expected for some time. As noted in our 
report of last week, there has been a general slacking 
down of operations among steel works, and the general 
average of operation at this time is not over 65 per 
cent, a wonderful contrast in comparison with opera 
tions prior to the signing of the armistice, when all 
steel works and manufacturing plants were running as 
close to 100 per cent as they possibly could. 

It now looks as though consumers and producers had 
settled down to a contest to tire out each other, the 
consumers waiting for producers to lower their prices 
still more, while producers are hoping that the con- 
sumers will take hold and place orders, but which is not 
likely. History of the steel trade shows that the usual 
way formerly employed to bring down prices of steel 
products was to reduce labor, and then give any advan- 
tage thus secured to the consumer. However, this has 
not been tried out as yet, no one steel concern seeming 
willing to take the initiative, but in the meantime there 
is a large surplus of labor, and just as soon as the 
supply gets to the point where there are two or more 





men for every single job, it would seem certain that 
labor will have to come down. Revisions of steel con- 
tracts are still going on to a basis of to-day’s prices, 
but even this concession does not seem attractive to 
consumers, who are not specifying on contracts, but 
asking the mills to hold up shipments. It will be re- 
called that more than a year ago the manufacturers 
of sheets drew up what is termed an iron-clad contract, 
by which the mill is compelled to make deliveries of 
sheets as specified in the contract, while consumers were 
compelled to take in the material in the quantities and 
time given in the contract. This worked fine while the 
demand for sheets was heavier than the supply, but 
with present conditions in the sheet trade, when the 
supply is larger than the natural demand, consumers 
are still getting the advantage and sheet contracts have 
been adjusted to the basis of prices now in effect. 

It would be hard to imagine a more violent change in 
conditions in the steel trade than has taken place in one 
short month, Very quickly following the signing of 
the armistice the United States Government cancelled 
contracts right and left, and this left the mills with 
hundreds of thousands of tons of steel material made 
up in various forms, for which there is now no active 
market. Consumers seem strongly imbued with the 
idea that prices on all kinds of steel products are going 
to seek a lower level, and they are simply holding off 
and not buying. There is some export demand, but so 
far little actual business has been placed. The freights 
from the United States to foreign consuming countries 
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Mill and Hardware Supplies 


The second and fourth issues of each month 
contain 7 other pages of hardware prices 


DRESSING—Belt— 
Jobbers’ Mfg. Company: 
Blue Ribbon, Stick, ®# ™M B0¢ 
‘aste, 6 & 10 TD. cana, 
wm. . ° 30¢ 
Liquid in gal. cans, ® gal.$3.00 


BAKRS—Crow— 
to 40 1b. .10¢ 
60 EDeccces 10¢ 


Stee! Crowbara, 10 
Pinch Bars, 10 to 


BEAMS—Scale— 











Chatillon’s No. 1.List + 20&10% 
Chatillon’s No, 2.List + 20&10% DRILLS AND DRILL 
P. Ss. & W. ee° ae ; Fo Sa STOCKS— 
ne Ee Cisse . Lis 20% . . 
ware " - +t Twtat Bit Stocks .. 00% 
BEL TING—LEATHER— Tu th tas and Straight 
see Shank . 1% 
Prom + 1 = ia) d Butts. Wire Gauge, Jobbera’ and R. B 
Belling, r. vy.. 02... 385% Blocks with of 
Belting, Heavy, 16 oz...... Seas teeltta: tens Wacoal sane 
Belting, Medium, 14% oz.,..45% 
polling, DAES, SE S8.+ 0050s) 6 KMERY—Tarkish— 
Second Quality, Stles....... 4 ; ws ‘ : 
Second Quality, Shoulders... .60% P Out A mar et at prese time. : 
Out Leather Lacing, Strtctly pomestte, Lb .10¢ 
\ Lh ee eeosscoes . B&H AND 
Leather Lacing Sides, per aq SLEDGES— 
f Raw Hide, No 1 in keris , 
sides 17 aq. ft. and over. ..62¢ 3 to & 4 15 
Vader 27 Gt. Phi cceves .. ADE Over 5 lb 15% 
Rubber— OILERS— 
if Joppe *lated i 
Competition (Low Grade) 50&10% nd cal, Copper Pla 60 
ndard 40&10% Chace, Brass and Copper 10% 
— Grades Cth Che doled 85% Chace, Zine Plated . li, % 
ee ee PLOVER REESE ES ee Ratlroad, coppered 30% 


Railroad, brass 20&5 % 


BLOCK S—Tackle—_)y, 


Common WOOdEN ...eeeeee list net PICKS AND MATTOCKS— 
Patent wo ceececccveeesecs list net Railroad avn 10% 
Contractors’ Picks 5% 
Drill— , : oe 

Athol Machine Co.: ROPE— 
Drill Blocks ...ceceee- List net Eastern Retail Trade Per lb. 


Manila, % in. diam 
Highest Grade 
Second Grade 
Hardware Grade 

Sisal, % in. diam. and larger 
Higheat Grade : 


and larger 

Carriage, Machine, &c.— gt 
Vommon Carriage (cut thread): 

vr 6, and amaller...... 10% 
(rolled thread) 





New 


My 
Common Carrtage 





K wo 6, and amaller.. .30&10% Second Grad “Oe 

ar, , 2OK5% wie “ar gf Bhs 
Pein a4 wih list Rs $0: Sisal, Hay, Hide and Bale Ropea, 
Bolt Ends, H. P. Nuts... ...16% any ply, Medium and Coarae 


First quality, 23%¢; second 


Machine (cut thread): quality LOW 


% ow 4 and amaller....40&10% 





St ti J 1 t 
Larger or longer...... 2545 % Staal, ee Medium Lath 
. Firat quality wee 
CHAIN—Proof Coll— Second quality : 20¢ 
Coil, Straight Link: Cotton Rope 
20.25; %, $18.26; h/16, Beat 6/16-in, and larger, 






35 @48¢ 

16-in. and larger, 
30@40¢ 
and larger.32¢ 


$16.00; 7 
. $15 Medium, 5% 





Common, 5/16-in 


are very much against us as cempared with those of 
Great Britain. As an example, the rate on plates from 
British mills to Japan is $20 per ton less than from the 
United States. Bottoms are still hard to obtain, due to 
the large movement of troops from the other side to this 
country, and while this is going on the chances for very 
vreat export trade are not good. Recently there was a 
reduction of 25 to 30 per cent in vessel freight charges, 
but this has not helped the movement very much. 

Prices on nearly all products are weak, and on some 
grades of scrap have gone off $8 per ton or more. Bor- 
ings and turnings for blast furnace use have sold for 
$12 per gross ton, or less, while a month ago they were 
from $19 to $20 per gross ton. 

Conditions in the steel trade as given above are hav- 
ing their effect on the hardware trade. The feeling of 
jobbers seems to be that with an oversupply of steel, 
from which most of the goods they handle are made, 
prices on their goods are bound to react, and they are 
not buying very freely. Warehouse prices on sheets 
are lower, copper and brass have declined very sharply, 
while prices on chain and other products handled largely 
by jobbers are lower. The outlook now is there will be 
an ample supply of goods for the spring trade, and job- 
bers are not keen to load up until satisfied that prices 
will not be lower. The entire business of the whole 
country is going through a transition period, and the 
volume of business until this is completed is likely to 
he relatively small. 

\xes.—About a month ago it was almost out of the 
question for jobbers to quote deliveries of axes and 
hatchets from the makers, but this condition is changed, 
and prompt deliveries can now be had. Prices are only 
fairly firm, and jobbers and the retail trade are buying 
cautiously. 
stock ns follow Single bit axe 


Jobbers quote from 


! $16 a dozen, double bit dozen 

Automobile Accessories.—Local weather conditions 
have not been favorable for some time in the sale of 
automobile accessories, and dealers report demand 
rather quiet. There is a feeling that prices on acces 
which have been very high for a long time, due 
largely to war demand, may be lower before long, as 


axes, $18 to $20 per 


sories, 
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SAWS AND FRAMES— TRUCKS—Warehouse, &c. 
Hack— McKinney Mfg. Co each, net 

Saws, 6 to 14 in. tne.......25¢ No. 1 $21 50; No $18.50 

Sawa, Machine Blades, No. 3, $15.50 
Ae 1028 &. ae 10&10 W ASHERS—Cast— 

Saw Frames— Over Y%-inch, barrel lots 

Tron adj., per doz $3.75 Iron or Steel 

Steet adj., 8 to 12 in., per doz Per lb. 

$17.02 = . oe 

y t low ie o/ it ] 

Ee es OF Oe Washers $16.90 14.50 13.4 

Adj. Ptstol-Grip, per d $17.80 ae 9 
. per 100 ll 

SCREWS— 

Coach, Lag and Jack— WRENCHIES— 

Lag, Cone Point 10 torteultural 10% 

Coach, Gimlet Poin 10 tlligator or Crocod 50 
Drop I ds 25% 
Jack Screwa— tillson patt 60-10% 

Standard Liat , ot (ienuine Wa t} i 
X10 
Machine— VETALS— 

Cut TI 1, Iron a rin— a 
Flat H 1 or Round Head. ™ were I Owe 
Fi r lead 4 Ba SD wwe 

Brass 
Flat Head or Round Head. 20 Copper— 

Fil r lead 20 I I t 

Rolled Thread 1 I / r ! y 
R 7 
Filister Head 70 

Brasea Spelter and Sheet Zine— 
Fr. H. or R. H 0 Westert pelter lo@ile 
Filister Head 10 et Zinc, N . hese. ennt 

Set and Cap— 

Set (Iron) 50 Lead— 

Set (Steel) net advance over Amer in pige.Per 7 OS 
Iron . 25% ag * nl . < 

Sq. Hd. Cap .45 

Hew. Hd. Cap 4! 6 aca 

Filiater Hd. Cap ” older 

i x \%& guaranteed ive 
Wood N l t4¢ 
Retined B6¢ 

Flat Head, tron OT WG &10&5 % Pri of lder liented by 

Round Head, Lron OT W&k1lOkNY private brand iry a ling te 

Flat Head, Brass ih, omposttion 

Round Head, Brass 10% 
fat Head, Bronze ms Babbitt Metal— 

Round Head, B 3 . 

Ertra 20 t 

Commercial grade, per I we 

STOCKS, DIES AND 
TAPS— Antimony— 

Seta 10 \ I p1i2¢ 

Hand Tapa i to 1 in 50 

Hand Taps, smaller than Bismuth— 
in yer er ib $4.50 @$5.0 

M. S. Taper Tapa, No. 2 
12 in. ine mn ; ( Aluminum— 

M. 8S. Taper Tapa, larger 50% Neo: 1 Alomiuees (emanenteed aees 

ome om 00 per cent pure), in ingots for 

rURNBUCKLES— remelting (ton lots), f.o.b 
National Mfg. Co. Screen Door I i D., : 10¢ 
No. 19%. Japn’d, per dozen. $1.2¢ In 100 Ib. lots 1O@4ine 

production was increased very largely by leading 


makers during the period of the war. Nearly all hard 
ware dealers now carry complete stocks of automobile 
supplies, such as spark plugs, wrenches and other tools, 
and during the automobile season have a large demand 
for these goods. 


Bolts and Nuts.—Prices on nuts are slightly lower, 
but on bolts are unchanged and reported firm. Stocks 
of jobbers are fairly heavy, and the fact that the 
makers of nuts and bolts have so far not made any 
reduction in prices has led the jobbers only to buy in 


such quantities as they need to round out their stocks 
Should there be a further reduction in price of 
bars, which seems likely, it is not improbable that prices 
on nuts and bolts, and also on rivets, will be lower 
Discounts from mill prices, which the makers say they 
are holding firm, are as follows: 


steel 


Machine bolts, h.p. nuts, rm i shorter 
roll threads, 50-10-5; cut thread 0 per cent irge rnd 
longer sizes, 40-10 per cent; machine bolt om | nd t it 
~« X 4 in, Smaller and horter 10-10 per cent ree ind 
longer, do-0 per cent currhig bolt x ¢ 

orter roll thread 0 per cent eut thi dl s0-1 per 

nt larger and longer 7 10 per ce i belt O-10 pre 
cent plow bolts No l, () per cent t ed nu 
quare blank, 2.50c. per It hot pre ed nu hie ( bla 

de. per lb. ; hot pressed nut qua tapped i 
hot pre ed nut hexagor tipped > Li el 
juare and hexagon nut b per Il 

lare and hexagon nut tapped Der } ‘ 
hexagon nuts in. and large 60-10-10 per cent , P 

(| smaller, 70-5 per cent tove bolt 
bolts, ly per ent extr for bull tir ! 

large rivet truetural nad shit $4.4 I ‘ l 
$4.50 base 7/16 x 6 ir matller 9 
cent Also price ! tar 

very f.o.b. Chicago 

Carriage bolt ma he 4( 1M ee 
per cent. Machine bolts, 40 and 10 per 

cent Bolt end ind 5 per cer | rew { 
1 inne rivet $ ‘ I 1 ‘ ‘ lt | ‘ } 

t off list Nuts quare tapped, $ hex 

ped, hot punched, S5ec. off t 

Chain.—Jobbers report there is no trouble now it 
vetting quick deliveries on all grades of chain, and the 


supply of automobile chains is quite ample to meet the 
demand. Prices are only fairly steady, and jobbers are 
buying cautiously in the belief that probably prices, 
lowet 


before long, may be 
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Iron and Steel Bars.—The new demand for both iron 
and steel bars is quiet, jobbers and consumers not 
placing orders very freely in the belief that prices will 
be lower. It is said that sales of common iron bars 
have been made recently as low as 2.90c. at mill, Pitts- 
burgh. The fact that all grades of scrap have gone off 
$8 to $10 per ton leads to the belief that prices on both 
iron and steel bars may be lower. 

We quote steel bars at 2.70c. at mill in large lots. 

We quote common merchant iron per 100 Ib. at $3.25 for 
base sizes, bar iron made from all selected scrap, at $4 per 
100 lb. for base sizes, and refined iron at $4.50 per 100. Ib. 
for base sizes. These prices subject to the extras for size, 
quantity, ete., as established by the American Iron and Steel 
Institute. 

Oil Stoves——There has been a good deal of cold 
weather in this district in the past two weeks, and 
jobbers and retailers handling oil stoves report a fairly 
heavy demand. Makers of oil stoves are now able to 
furnish quicker deliveries than for a long time. The 
sale of these goods is very large in the country dis- 
tricts, where they are used to heat outbuildings, such as 
garages, chicken coops and other places. 

Sad Irons.—The new demand for these goods is very 
dull,-and stocks of jobbers and retailers are reported 
fairly heavy. 

Plain sad irons are quoted at about 5 to 
and nickel plated irons at 6 to 6%c. per Ib 

Sheets.—The new demand for sheets is only fairly 
active, jobbers placing orders only for such quantities 
and gauges as they need in order to round out stocks. 
The mills report they have orders on their books to take 
their output over the next month or six weeks, but 
beyond that period have very little business booked. 
The government is not buying any sheets, and the 
supply for jobbers is ample, and quick deliveries are 
being made by the mills. 

The new base price for No. 10 blue annealed sheets is 
3.90c., while the base price for black sheets is 4.70c., and for 
galvanized sheets 6.05., f.o.b. Pittsburgh or Youngstown mill. 
Production of sheets is increasing, the leading interest now 
operating at about 70 per cent of capacity, while independent 


54%c. per Ib. 
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mills are doing even better than this. There is a fairly good 
supply of Bessemer sheet bars and deliveries of Bessemer 
sheets can be had in from four to eight weeks. 

Tin Plate.—It is very evident that the new price of 
$7.35 per base box, f.o.b. Pittsburgh, on bright plate is 
not very attractive to large consumers, such as can 
makers and others, from the fact that very few, if any, 
large contracts for tin plate have been made for delivery 
over this year. Manufacturers of terne plate, the mak- 
ing of which was almost entirely given up during the 
war period, are now pushing the sale of this product, 
and advertising it largely. 

We quote tin plate in large 
Pittsburgh. 


lots at $7.35 base box, f.o 


New prices on terne plate, effective Jan. 1, are as follow 
$1 


8- Ib.—200-Ib TTT TT OTT EIT Ce ee oe 4.50 
RE, Rs sds 6-06 DAs is'b } hblS a 008% WE RTO RD RO OST Oas Reba 14.50 
RNR Sel gs 50:6: 016 5:06 oib ee 0-4 ny bE oe BOSE bow wow ETE el elelere 16.50 
POR Es kis. e685 6 RES Fe RIN Wd Me Tere Woes N eb EO EO RR ORE 17.50 
RNS ME 5/60 a. Gioie Op RSE SP Wa biac OAS Mee ie Saw ener ee 18.75 
an 66x e a i eh ceo e eR ed wee Re dm eee OM ERO SES 20.00 
ee Ra 2 ENN eAS ek a ter gre ie eee he era 21.00 
PIPE Mis 2, 4 jolene lial Gl ATE Ss ee aS Kaa eo maid Cake 22.00 
PN a teres ins sche ads ee Re Shea kkhe ae 20.00 
All f.o.b. Pittsburgh. 


Wire Products.—Mills report a fair demand for wire 
and wire nails, but the trade is not buying as freely as 
expected, in the belief that prices on all grades of wire, 
and on wire nails as well, may be lowered in the near 
future. Jobbers’ stocks are fairly heavy, and quick de- 
liveries on any kind of wire or wire nails can be made 
by the makers. Mill prices for large lots are as follows: 


Wire nails, $3.50 base per keg; galvanized, 1 in. and longer, 
includnig large-head barb roofing nails, taking an advance 
over this price of $2, and shorter than 1 in., $2.50. Bright 
basic wire, $3.35 per 100 lb.; annealed fence wire, Nos. 6 to 9, 
$3.25; galvanized wire, $3.95; galvanized barb wire and 
fence staples, $4.35; painted barb wire, $3.65; polished fence 
staples, $3.85; cement-coated nails, $3.40 base; these prices 
being subject to the usual advances for the smaller trade, all 
f.o.b. Pittsburgh, freight added to point of delivery, terms 
60 days net less 2 per cent off for cash in 10 days. Discounts 
on woven-wire fencing are 47 per cent off list for, carload 
lots, 46 per cent for 1000-rod lots, and 45 per cent off for 
small lots, f.o.b. Pittsburgh. 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, Jan. 14, 1919 


HE retail hardware business in Cleveland is gen- 

erally good and the trade is optimistic regarding 
the future. Jobbers have been receiving few orders 
during the past two weeks owing to the fact that their 
traveling men have been off the road. In some cases 
their annual meetings were not held until last week 
and the salesmen did not get back onto their terri- 
tories until this week. Consequently it is too early 
to determine the volume of business that will develop 
this month. 

The question that is still uppermost in the minds of 
both jobbers and retailers is that of prices. Some price 
reductions were made during the week, and in other 
cases sharp concessions were made by manufacturers 
and jobbers to reduce surplus stocks. These reductiéns 
indicate the possibility of more or less irregularity in 
prices until merchandise is established on lower levels. 
Price concessions are being made by a manufacturer of 
galvanized ware in excess of the formal reduction re- 
cently made, and wood screws are being offered at 
lower than regular prices. 

Manufacturers of building equipment are lowering 
prices in order to stimulate building activity. A few days 
ago the American Radiator Co: announced a price re- 
duction of 25 per cent on its line of radiators and boil- 
ers, and approximately similar reductions have just 
been made by manufacturers of vitreous china and cast 
iron plumbing ware. 

While jobbers’ stocks generally are not large, some 
of the jobbers doubtless laid in larger stocks than they 


would have purchased had there been any certainty 
that the war would have ended so suddenly, and they 
are naturally anxious to reduce these stocks now that 
the general tendency of the market is downward. Re- 
tailers’ stocks generally are very low and retailers are 
buying as sparingly as possible. However, they plan to 
keep their stocks in such a shape that they will not lose 
sales by not having goods. This means that as long 
as retail business is as good as it is at present, they will 
keep buying merchandise in small lots as needed. Job- 
bing houses are instructing their salesmen not to over- 
stock their customers but to advise them not to buy in 
large lots. 

With the removal of Government restrictions, many 
manufacturers are announcing that they will shortly 
place on the market tools in many of the styles, sizes 
and finishes that were eliminated during the war-time 
period. 

Axes.—Axe manufacturers announce that there will 
be no early change in prices. Shipments on back orders 
are now coming along in good shape and new demand 
is light. 

Barbed Wire.—There is little activity in the barbed 
wire market, but jobbers look for an early improvement 
Stocks are now in fair shape. 


&80-rod spools at $5.12 for 4-point hog wire 


Jobbers quote 
and $3.40 for 2-point American 


$4.70 for 4-point cattle wire, 
special hog wire. 

Bolts and Nuts.—Some of the jobbers are making re 
duction in their bolt and nut stocks following inven 
tories by eliminating some sizes and reducing quanti 


(Continued on page 82) 








TRADE CONDITIONS IN 
Paints, Oils and Colors 








Office of HARDWARE AGE, 
Boston, Jan. 11, 1919. 


HE Government relinquished all control of the manu- 
facture of paints without taking any action on the 
question of containers, leaving the matter entirely in 


the hands of the producers. General opinion among 
the manufacturers seems to be that they will continue 
on the container schedule as adopted as a war measure, 
as well as the number of colors. When they will swing 
back toward the old color basis depends entirely on 


<7 
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competition. For instance, they say things will con- 
tinue.as they are until somebody has sufficient call for 
one of the discarded colors to warrant its production, 
which will be brought about through retail channels. 
It is generally believed, however, that no additional 
colors will be manufactured for many months because 
the manufacturers and wholesale dealers are quite cer- 
tain that a lot of things’ were made in past years that 
were not really necessary to the general public. 

The production of slow-selling colors simply means 
the tying up of more or less money for an indefinite 
period and the littering up of shelves and stockrooms 
with goods that stay there long enough to eat into the 
annual profits of a concern. So for that reason every 
effort will be made to stick to the Government’s color 
schedule as long as possible. As to the sizes of paint 
containers, it is intimated that some change in small 
sizes may be found necessary before many weeks pass. 

The wholesale paint dealers say there has been com- 
paratively little business transacted during the past 
week. Most of their salesmen came in from the road 
to attend the convention of the Master House Painters, 
and following that affair hung around home offices the 
balance of the week. The time is fast drawing near, 
however, when the paint business should begin to im- 
prove. The wholesalers and the jobbing hardware trade 
say that people are not enthusiastic about placing large 
individual orders because of the uncertainty of business 
in general and of the construction outlook. But it is 
difficult to find a person who does not believe that in 
the end business will be exceptionally brisk, and many 
of the manufacturers are going ahead with this belief. 


Brushes.—Nothing new has developed in the brush 
situation. The manufacturers report that the trade is 
a little backward in placing orders, but that this con- 
dition is to be expected in view of world developments 
during the past month or two. They, like the paint 
makers, are confident that things will be better in a 
business way before a great while, and they are con- 
tinuing to place their houses in order for a big business. 


Dry Colors.—There has hardly been enough doing in 
the dry color market since last reports to keep one 
enthusiastic. Dealers say prices are just as strong as 
ever, that the market will be bare of foreign goods for 
many months to come, that the supply of American- 
made products is far from excessive and that for all 
these reasons things are in an extremely healthy con- 
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dition. It is even intimated that any protracted spell 
of buying possibly might result in an upward revision 
of values. 

Barrel Lots—Plaster paris, $4 to $4.25 per bbl.; whiting, 
commercial (bolted), 2c. lb.; whiting, gilders, 244c. per Ib.; 
dry zine (American), 20c. lb.; lamp black, bulk, 15c. Ib.; 
lamp black in 1-lb. packages, 19c.; raw and burnt umber, &§ 
to 12c. lb.; raw sienna, 15c. lb.; burnt sienna, 1l3c. to 15c.; 

slec. 


Princes’ metallic brown, 34c.; yellow ochre, 3¥ ; Venetian 
red, 2%c. Ib. 
Pound Lots—Paris green, in 1-lb. packages, 55c. lb.; in 


14-lb. packages, 56c. Ib.; 


2 ultrama- 
rine blue, 24c. Ib. 


%4-lb. packages, 57c. Ib.; 

Glue.—The demand for glue in paint circles continues 
of exceedingly small proportions. And general opinion 
is that glue will be one of the last things that will feel 
any improvement in the paint business. Manufacturers 
say prices are firm and unchanged, and indications are 
they will continue so for many weeks. 


Glue, ground, 19c. lb.; plate, 35c. Ib.; bonnet, 45c. Ib 


Lead.—The lead market practically is at a standstill, 
for the simple reason that everybody has been expect- 
ing that the recent reduction of more than lc. a pound 
in pig lead prices would be reflected in the paint trade. 
Local lead prices are unchanged, but well informed 
people admit a cut is coming, and possibly next week. 

White, in oil and dry, 12%-lb. kegs, 14%c. Ib.; 25 and 
50-lb. kegs, 14%c.; 100-lb. kegs and larger, 14c.; for 500-Ib 
lots and over deduct 5 to 10 per cent. Dry red lead and 
sitharge, 121%4-lb. kegs, 14%4c. Ilb.; 25 and 50-lb. kegs, 14\c.; 
100 lb. kegs and larger, 14c.; red lead in oil, 12%-lb. kegs 
15c. Ib.; 25 and 50-lb. kegs, 14%c. lb.; 100-lb. kegs and 
larger, 14%4c. lb. Orange mineral, 12%-lb. kegs, 14%c. Ib.; 
25 and 50-lb. kegs, 144%4c.; 100-lb. kegs and larger, 14\c. 


Oils.—Linseed oil prices as quoted here have re- 
mained stationary since last reports notwithstanding 
the slightly easier undertone to the domestic flaxseed 
market. Turpentine has been advanced 2c. a gallon 
for no evident reason; certainly the demand does not 
warrant the higher prices. There has been a further 
decline of 5c. a gallon in denatured alcohol, while wood 
alcohol has been advanced 10c. a gallon. The advance 
in the latter is due largely to an increased demand from 
automobile owners. 

Castor oil practically under Governfent control; cylinder 
oil, 50c. gal.; gasoline, 50 gal. or more, 25%4c. gal.; kerosene, 
50 gal. or more, 12%c. gal.; lard oil, $2.15 gal.; alcohol, de- 
natured, 65c. gal.; wood, $1.10 gal.; linseed, raw, in barrel 
lots, $1.68 gal.: in 10-gal. lots. $1.73; in 5-gal. lots, $1.75; in 
l-gal. lots, $1.78; boiled, in barrel lots, $1.70 to $1.73 gal.; 


neatsfoot, $2.15 gal.; sperm, $2.70 gal.; paraffin, 35c. gal.; 


Paint material prices as quoted in New York January 11 


Animal, Fish and Vege- Cobalt, Oxide ..@ Ib 1.60@ 1.65 
Whitin bt) 





B cecccccccse 8 100 
table Otls— Commercial ...---. 1.253@— 

Linseed, Raw, Carload Gilders ...cccccces 1.30@1.35 
WtS wosccoce e+e -$1.55@— Ex. Gilders ....... 1.35@1.50 
ae five-bbl. ay 58@ 
and over .....s0-. > oe _ 

Uutaltews, seasne. Putty, Commercial 
lots and over...... $1.55@— 100 
Boiled, 2¢ @ gal. advance on Pure, tubs .......-- $3.10@— 
Raw In 1 @. to 5 MD. tins.$4.70@6.10 

Lard, Prime Winter. ..1.95@ 
ms HO, Reweness : ‘a Spirits—Turpentine— 

Cotton seed, Crude, @ eal. 
oe Th ae In Machine bbls........ 75% @— 

Prime, bbl. .....21 @22 

fallow, Acidless .....1.35@— Gum Shellac— 

Menhaden 8 tb. 
Northern Crude ....... nomina! Diamond I .ncccccccsccs nominal 
Southern f.o.b. Fac- Fine Orange ........ 64 @67 

OO Tee 1.10@— A. C. Garnet... .cceces 56 @57 
Light Pressed , .25@1.28 err 78 @q79 
Yellow Bleached ...1.28@1.30 Second Orange .......58 @62 
White Bleached Kala Button ........... nominal 

Wee cc cedars 1.27@— Gl seeeecdepecncst 6 @57 
Cocoanut Ceylon do- Ve B. Decccscccccece 80 @8 


mestic tanks, per Ib...nominal 


Cochin Imported, spot....nominal Colors in Oil— 







Domestic, bbl. ..... 18% @— 
Cod Domestie Prime...1.35@— 
Newfoundland ....... .43@1.07 Bleek Lame». 5-2-8 
Corn Refined, bbl..... 17% @18 Black in oil. **236 
Porpoise body ....+.. ..-nominal ae... * "36 
Olive denatured ......... nominal pine chinese 2... 1.80 
en. Blue Prussian ...... 1.20@ 
Sie. Elwes Goa seu ee Blue, Ultramarine ....45 
mu Lagos, spot per Ib. .22@- Brown Vandyke 25 
Sova Bean. Manchu- French Ochre ........ 15 
TD, S00G. Biicerusec 16@16% Jreen Chrome, Pure..70 
Green, Paris ........ 60 
Miscellaneous— Indian Red .. -24 
Barytes: Venetian Red -15 
Wale, Pore, 9 
Seen, eae enees nominal Umber, Burnt 25 
whi “a floated, Chrome Yellow ......38 
.0.b. works 
0 sexcnceusss es.ccqssco §6=—.: Waste and Bed 
a 5 phe. te 00@ 24.00 ; Cents ¥ 
WR sccccoses y sd 
Ohalk pees @ ton —- kand, Sesneten White 10@10% 
"eres ton nomina 7 pee are 
hina Clay, Imported In bey White, less than 
ton 20.00@40.00 5 -» per 
Domestic ........ 75:00@22.50 100 WR csace $14.00 @— 





500 mm. up to Blue, Ultramarine ...12 @50 
Brown, Spanish, high 


160 BA ccees $12.60 @— grades, per ton....24.00@— 
2000 . up Brown, Spanish low 

10,000 I. per BPAEED .ccccccccce .00@— 

100 Bz. ccces $12.29 @— Carmine, No. 40, bulk. 5.50@6.00 


Green, Chrome, ordinary 
e 8 12% 


OO TA ccces $11.97 @— Green, Chrome, pure. .39 45 
Carload, mini- Metallic Paint, @ ton, 
mum, 15 tons, DD séedtevues 24.00@382.00 
per 100 lb...$11.84 @— We eééecenccness 24.00@30.00 
Litharge, American, Ochre, Medium, @ ton, 
powdered, Steel 30.00 @60.006 
Kegs, per 100 American, Golden, ® Ib. 
L eeneccesens $14.00 @— 5 @10 
500 Ib. up to 2000 Foreign, Golden, @ Ib. 
A paeeusennas $12.60 @— 5 @10 
2000 Ib. up to PROM cccccccsccccecs nomina) 
10,000 Ib. ..... $12.29 @— Orange, Mineral, English. . nominal 
10,000 ib. up to PUGMED ccccecvccescoees nominal 
30,000 Ib., per GOUMIED cccccccccccess nomina] 
100 ID. ..ccccee $11.97 @— American ......... 144% @15% 
Carload, minimum Red, Indian 
15 tons ....... $11.84 @— American ® 100 Ib. 8 @12 
Zine, Dry— eG, TUNG ceccceccae 
’ eb ee. _— 8 100 ©.2% 6 
‘ e Me sevetoaecs 40 
Red Seal (French =) @12% Sienna, Italian, burat 
Green SI. (French proc.) R and powdered .... T 15 
12% @12% nla TED ccccee 6 
White SI. (French proc.) i oo 
12% @12% le sAgesevess 8 8 
a American, aw ... 2% 8 
American Burnt and 
5 p. c. lead sulphate, Powdered ....... 2%@ 4 
91%4@9% Tale. French ........... nomina} 
10 p. c. lead sulphate, American. per ton $20.00@40.00 
9% @9% WE cccacudncganend nominal 
20 p. c. lead sulphate, Terra Alba. 
@9% French ...... % 100 Ib. nominal 
35 p. ¢. lead sulphate, English ...... # 100 Ib. nemina) 
8% @8% American, # 100 Ib. No. 1 
Dry Colors— 1.25@— 
Bm. American, ®# 100 Ib. Ne. 2 
Black, Carbon Gas...16 @25 1.0@— 
Black, Bone ......+-. 5% @12 Umber, Turkey, Burnt 
Black, Drop .......- 5% @15 and Powdered ... 5 @T 
Black, Lamp ........- 15 45 Raw and powdered..... pnotmaina) 
Black, Ivory .......- 16 @30 Burnt, American .. 3% 4 
Mineral Blacks, # ton, Raw lumps .......... nominal 
85.00@45.00 Mn sacceedhedad eae 8@ 3% 
Blne, Celestial ...... 15 @25 Yellow, Chrome, Pure.3@ @82 
Blue, Chinese ....... 1.00@1.10 Oxide, Red, native, 
Blue, Prussian, Domestic, DD sanveaccacaus s4@a4 
1.00@1.10 Vermilion, Quick Silver. 
Blue, Prussian Foreign. ..nomina! MEE acc cecacees 2.00@2.1¢ 
Blue, Soluble ........ 1.05@1.13 GC és be.scdeecsons nominal 
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floor oils, 0 gal turpentine, SZ gal. in barre! lot in 


lots, ®%& in legal. jots 


10-gal. lots, S7é in b-gal ; oe 
Shellac.—The market for gum shellac is credited with 
being easier without any noticeable change in actual 
quotations. The weakness, if there is any, unquestion 
ably is due largely to the action of the denatured al 
cohol market, but possibly the belief that imports will 
be considerably larger within the near future may have 
had some influence on the situation. 
Shellac 
mm Rs oe Ib 
c. Ib 
Sundries. 
price basis for bronze 
wise values remain practically the same. 
for putty holds up remarkably well, all things con 
idered. There is still a big demand for wax, espe 
cially the 118-120 melting, and prices hold very strong. 
o> Tb. drums, ‘ Ib commercial putty 


2H-Ib. case 118-20 melt 


sO melting, 13d hac 


gum (small quantities), D.C. Corange) HT Ib 
I N He Ib bleached white shellac 


In the sundries market a slightly easier 
and oxalic acid is noted, other 
The demand 


qutt (best) in J 

nodrums), 5 'oe pauratlin wax, in 
ne, nominal 1723-25 melting, ldc. Ib LZ 
paro, In 100-Ib. cases, | 
The condition of the gum shellac mar 

of the denatured alcohol market 
result in lower prices for shellac 
future. The demand for var 


Varnishes. 
ket and the weaknes 
unquestionably will 
varnishes within the near 
nishes is quiet 


CHICAGO 


Office of Hanowank A 


W i 
Chicago, Jan 


LoL 
} +~ paint market has been very quiet during the 
last week, as both wholesalers and retailers have 
been busy taking inventory and putting their stocks 
in order for spring business. What little business there 
has been is confined to small package goods and in 
terior finishes. Manufacturers are waiting for the 
yovernment to remove the restriction on the size of 
containers, before they make up their new price list 
From every indication, there will be no changes in the 
present price on paint Retail stocks in general, are 
very light and the prospects for spring business were 
never brighter 
in the price of 
have been 


Brushes.—There has been no change 
brushes during the last week and retail sale 


comparatively light Manufacturers are accumulating 
a fair stock of standard sizes and will be in a position 
to fill all orders promptly 

Mixed Paints... Prices on mixed paints are holding 


and as usual for thi 
Dealer 


time of the year, there i 
are not placing orders for 
there is a feel 
also a change 


teauy 
very little 
future delivery to any 
ny that there will be 
in the size of container 


WwW quote to retails fob. C1 io 0 house paint 


demand 
great extent, as 


a change in price, 


, pp s] () pu rial 
Lnseed Oil.--There ha heen no change in price 
eed oil and indications are that the market will 

firm at present price. The demand for sprinty 
is exceedingly heavy and there is no doubt a shortage 
in the flax 


of iit 


remain 


seed crop. 


We quote to retailer f.o.b, ¢ iengo Strict pure linseed 
n barre raw i7 per gal boiled $179 per gal 
10 da net per ga f paid within 10 day 
from date of invoice 


Turpentine.—Turpentine took an advance of one cent 
per gallon during the last week. Sales, however, con 
tinue to be very light. Dealers have fair stocks on hand. 


Lo. <n io strictl pl 


We quote to retailer re turpen 
e, in barrel fj per 
Denatured Alcohol. 

clined one cent per gallon. 

quantities being used at thi 
automobiles, as a preventative against freezing. 


Price on denatured alcohol de 
The demand is fair. Large 
eason in the radiators of 





We quote from jobber toch f.o.b. Chicago 1k0-dex 
denatured alcohol n barrel Hoc. per gal » and 10° gal 
ins, 20c. higher, 1 gal. ca af her All price include 
container Wheres old in bull in de than barrels, the 


price j lOc. higher than the barre price vith in extra charg 
for the container 

White Lead. 
of white lead 
very limited 
at this time. 


There has been no change in the price 
ince last reported and the demand is 
There is no evidence of a decline in price 


We quote to retai fo.b, Chicago: 100-1b. kegs, per Ib, 
146 in quantity; ingle keg Si4 O-lIb. keg per Ib 14 %4« 
n quantity ingle kegs, $7 , Po-lb. keg per Ib 14%c. in 
quantity single keg $3.70 1214-lb. keg per tb 14%%,e. in 
quantity; single keg $1.95 (500-lb. lot or more Vist per 
ib. less). 

Shellac.—There has been no change reported in the 


price of shellac during the last week. 

We quote to retailer fob. Chicago Pure white shellac 
(4-lIb. goods), in gallon cans, $3.25 per gal pure orange 
goods), in gallon cans, $3.15 per gal 


shellac (4-Ib 








Hardware Age 














Dry Colors.—-Ic is evident that there will be very few 
foreign goods arriving in this country to be of benefit 
to the spring trade. The result is that American goods 
will be in greater demand than ever. Price on dry 
colors remains the same as last reported. , 

We quote to retailers, f.0.b. Chicago 
red, in barrels, $2.50 to $4 per bbl wilder 


Knglish Venetian 
Whiting, in b 


rels (barrels, 50c, each), $2 to $3.25 per bbl. ; plaster of par 
New York, in barrels, $4 per bbl 
ry hia bl . 
[WIN CITIES 
MINNEAPOLIS and Sr. Pau, Jan. 2, 1919 


"THERE is very little to be said regarding paint at 

this season of the year. Sales are at the very 
lowest point as no outside work whatever can be done. 
What sales are made are in very small quantities and in 
the smaller package goods, 

Mixed Paint. 
tation, and sales are 
packages. 

We quote from local jobbing tock 
at $3.35 to $3.40 per gallon for first grade 


$2.15 to $2.50 per gallon; metallic paint im red, per 
it 2 to 244 cent 


Price still holds steady at former quo 
almost entirely in small sized 


Ready mixed paint 
Secoid gerade t 
pour 


Linseed Oil.—The price is still holding steady, with 
sales almost at the vanishing point. 
stock Boiled linseed wil 


We quote from local jobber 
f Raw linseed oil at $1.66 


in barrel lots at $1.68 per gallon 
per gal. barrel lots, 

Turpentine.—Turpentine shows some increase — in 
price, although no very material advance has been made 
Sales are very light. 

We quote from local 
lot at SI boc per gal 

Denatured Alcohol.—With the present cold weather, 
sales of denatured alcohol have advanced remarkably, 
although many car owners are putting their cars away 
for the winter. 

We quote from local jobbing stocl 
barrel lots at 75e. per gal 


Jobbing stock Turpentine in barre 


denatured aleohol 


(Gilass.—The sale of glass still holds good, although 
running lighter than in some of the recent previou 
weeks, 

We quote from jobbing stock 
grade glass, 40 in, and under, at 79 per 
double trength, 79 per cent from 


Single trength A 
cent larger 
tandard dist 


local 
per cents 

Putty and Points.—There is very little change in the 
sale of putty and points, and prices still hold steady at 
former quotation, 


We quote from local jobbing stock Zine glazier poin 
at $1.25 per doz. package zine coated glazier points at 
per dow packipe Commercial bladder putt in barrel 
from $4.05 per ewt. to $3 trietly pure bladder putty in ba 


rel wt $5.55 per ewt 


CLEVELAND 


Oflice of Haknopwatk Aat 
Cleveland, Jan. 14, 1919 
a manufacturers are optimistic regarding the 
outlook for business this year, although some unce! 
tainty exists as to the extent of the demand that will 
be caused by new building work and the possibility of 
lower prices. Salesmen are now out on the road taking 
orders from the hardware trade for spring goods, but 
are encouraging conservative buying. While there is a 
feeling among jobbers and retailers that there may be 
a readjustment of prices on paints and varnishes in the 
near future, manufacturers express the opinion that 
prices cannot go lower for the next 6 months. They 
believe that there will be a very heavy demand for 
Argentine oils in reconstruction work in Europe and 
that this demand will keep prices up. Quotations are 
unchanged. 
Strictly pure mixed paints are quoted at $3.35 to $3.50 
gal. for color and $3.50 to $3.65 for white 


Linseed Oil.—The linseed oil market is firm, but the 
demand continues very light. 

Jobbers quote linseed oil at $1.75 per gal. in bbl. lots fe 
raw oil, and $1.77 for boiled oil 

Turpentine.—The price of turpentine is somewhat 
firmer than it has been. The demand is still dull. 

Jobbers quote turpentine in bbl. lots for city delivery 
i9e. per gal 

White Lead.—There is still very little call for white 
lead and prices are unchanged. 


Jobbers quote pure white lead at 4e. per Ib. in 100 
kegs 
Rosin.—Prices on rosin have stiffened up, apparently 


because of an expected heavy export demand. The 
local demand is fairly active. 


Jobbers quote rosin at $15 per bbl. of 280 Ib 
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May Be 


By W. L. 


WASHINGTON, Jan. 13, 1919. 
ILL the President call the House and Senate 
W to Washington in special session after the 


present Congress expires on March 4 next? 
This is a question which is now giving serious con 
cern not only to congressfonal leaders but to many 
far-sighted business men who familiar with 
the situation here, and is fraught with weighty con 
equences to the country at large. 

Inasmuch as the new Congress will be Republican 
in both branches, the subject of tariff revision will 
he uppermost in the minds of the majority leaders 
of both who stand ready to substitute in 
creased customs duties for a large part of the inter 


are 


houses, 


nal revenue taxes levied by current laws and by 
the revenue bill now pending in conference com 
mittee. The tariff being a question upon which the 


Republicans in the new Congress and President 
Wilson sharply differ, it may be assumed that the 
Chief Executive will do everything in his power to 


over which 
necessary. 


avoid as 


he ha 


pecial session, but circumstances 
no control may make it absolutely 

Situation as to Special Session 
. is a foregone conclusion that the Senate will 

he reassembled after March 4 to ratify the peace 
treaty now being negotiated in Paris. Owing to the 
importance of the questions involved, not to mention 
the controversial character of some of the issues, the 
outlook is for a protracted session of the Senate run 
ning far into the summer. 

No will to-day venture 
when the treaty will be signed, but the most expe- 
rienced observers doubt that it will be laid before 
the Senate until late in April or early in May. As 
the Republican leaders who will direct the deliber- 
ations of the Senate in the special session have al 
ready taken a very positive stand in opposition to 
certain features which it is believed the treaty will 
contain, it is more than probable that our dignified 
legislators will be wearing Palm 
fore the end of the session. 


one a prediction as to 


Seach clothes be- 


But a special session of the Senate does not neces- 
sarily involve the assembling of the new Congress, 
for the President can summon either house without 
the other, and almost invariably calls the new Senate 


TI 


xtra Session of Congress Under Consideration—Majority 
Tariff Revision—Income Tax Returns 














Will Favor 


Deferred 


CROUNSE 


together immediately after the expiration of an old 
Congress, for the purpose of disposing of important 
nominations, pending treaties, and other executive 
busine The mere fact that the Senate, next 
spring, will have an unusually big task ahead of it 
will have nothing to do with the question as to 
whether the members of the House shall be brought 
to Washington to tackle other problen 


Extra Session Depends on Work of Congress 


\ DECISION of the really momentous question a 
re to whether there will be an extra session of 
both houses next spring will depend largely upon 
what is accomplished by the present Congre before 
adjournment, and this in a measure will be pred 

cated upon the length of the President’ tay in 
Kurope and his attitude toward the ires that 
may be laid before him for hi ignature upon hi 

return to Washington. If the legislative docket 1 

cleaned up in satisfactory fashion it w be difficult 
for the Republican leaders to force an extra session 
of the House, but some veterans on both sides of 
the Senate, as well as the Hou are doubtful that 


all necessary appropriation bills and war adjustment 


measures can be put through before the gong sound 
at noon on March 4. 

This is only another way of saving that the Re 
publican leaders will not be able to force the Presi 
dent to call Congress back in the spring for the sole 
purpose of revising the revenue laws along tariff 
lines. Tariff revision is a bugaboo to be dodged by 
the administration, if possible, and there are those 


who think the President would even go so far as to 


veto a revision measure passed by Republican vote 
at a regular session and presented to him for his 
executive approval. 
Will Not Block Revenue Bill 
BY ‘ whatever views the leaders in Congress ma 
entertain respecting the desirability of substi 
tuting higher customs duties for internal revenue 


given their consent to the passage 
bill and will fil 


taxes, they have 


of the pending revenue ad no 


ypt 


bustering tactics to prevent its speedy enactment 
The bill was completed by the Senate in almost re 
ord time, considering its importance, and the con 
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ference committee has already made _ substantial 
progress in harmonizing the diverse provisions of 
the House and Senate drafts. 

The final enactment of the bill must, of course, 
depend upon the date of its signing- by the Presi- 
‘dent, and here a complication arises that has already 
caused much concern to the business men of the 
country, who are anxious to learn the basis of the 
taxes to be levied upon the earnings of 1918, and 
who, for special reasons, desire to know when the 
new statute will go into force. 

The length of President Wilson’s stay in Europe 
appears to be uncertain, according to the best avail- 
able information. If he decides to return to Wash- 
ington by February 15 the Congressional leaders 
will be disposed to take their time in putting the 
finishing touches on the revenue measure, which 
would then become a law shortly before the end of 
the session. But if the President should delay his 
departure for the United States, the leaders would 
be disposed to hasten the passage of the bill, with 
a view to rushing it over to Paris for the Chief 
Executive’s signature before he starts for home. 


Tax Bill Not to Be Effective Before February 


O President of the United States was ever absent 
from the country during a session of Congress, 
hence there are no precedents to guide Congress in 
this emergency. But it is the best opinion here that 
the new revenue bill will not become a law until well 
along in February. 

What this means to the business community is 
a matter of great importance. Under the existing 
income tax law and under the corresponding pro- 
vision of the new revenue bill, individual and corpo- 
rate returns are required to be made by March 1, 
and must be made on forms prepared by the Inter- 
nal Revenue Bureau and supplied to the taxpayers 
by local collectors. 

The Commissioner of Internal Revenue cannot 
print a single income tax form until the new bill 
has become a law, provided he decides to collect the 
taxes on 1918 earnings on the basis of the new stat- 
ute. Yet if he waits until the new law is signed he 
will be unable to supply taxpayers in time to permit 
‘them to make returns before March 1. 

As an alternative project, the commissioner is 
giving serious consideration to a plan involving the 
making of individual and corporate income tax re- 
turns on the basis of the present law, with the un- 
derstanding that after the new bill is passed supple- 
mental returns will be required covering the differ- 
ence between the old and new statutes. 

To put such a plan into effect would be to work 
an almost intolerable hardship to the business men 
of the country, and it is incredible that so level- 
headed a man as Commissioner Roper will attempt 
it. Nevertheless, stranger things have happened, 
and it behooves every business man to keep his eye 
peeled if he wishes to reduce the amount of labor 
that will devolve upon him in making his returns. 


Arbitrary Interpretation of Present Law 
NE of the strongest arguments in favor of the 
enactment of the new revenue bill, aside from 
the increased taxes required by the Government 
for several years to come, was the fact that the pro- 
visions of the existing law are incapable of inter- 
pretation either by the average business man or 
by the most expert lawyer. It has been necessary 
for the Internal Revenue Bureau to employ a board 
of legal advisers to interpret the statute, and even 
, these experts have been forced to adopt a series of 
arbitrary definitions and constructions as the basis 
of the bureau’s regulations. 
The new law was framed, therefore, with a view 
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to simplifying procedure and elimination of doubt- 
ful and ambiguous phraseology. It also involved 
the consolidation into a single statute of the two 
laws under which the individual and corporate in- 
come taxes on the earnings of 1917 were paid. 
Should it be decided to require returns to be 
made under the existing law and supplemental sched- 
ules to be furnished later on, in accordance with the 
terms of the new statute now in conference commit- 
tee, the business community would be subjected to 
far more drastic requirements than last year and 
would suffer inconvenience, annoyance and expense 
without corresponding benefit to the Government. 


Congress Should Defer Date of Returns 


T has been my duty for more than a quarter of a 

century to sit as lookout on the congressional 
game, giving my special attention to revenue legis- 
lation of all kinds, and it is my personal opinion 
that Congress could easily meet the present emer- 
gency by postponing the date for the filing of income 
tax returns to April 1 or May 1 without in any way 
injuriously affecting the interests of the Govern- 
ment. Such a plan would give both the business men 
of the country and the Internal Revenue Bureau 
ample time to become familiar with the terms of 
the new statute, Mr. Roper’s assistants would be 
able to print correct forms. on which to make re- 
turns, and taxpayers would have a reasonable time 
within which to fill them up. Uncle Sam would get 
his money promptly and the country would be saved 
an annoying and costly experience. 

Considerable uneasiness is being occasioned here 
by President Wilson’s repeated references to “the 
removal of economic barriers between nations” as 
a part of the general after-the-war readjustment 
that is to follow the signing of the peace treaty. 
The term is a vague one, but in many quarters here 
it is regarded as reflecting the President’s desire for 
universal free trade. 

Very few Democratic legislators are willing to 
contemplate the complete removal of tariff barriers, 
and, remembering the industrial condition of the 
country when the European war broke out in Au- 
gust, 1914, very few are willing to contemplate even 
a reduction in the rates of the Underwood-Simmons 
tariff law. Of course, the Republicans are for cus- 
toms duties higher than those now in force, and they 
are already receiving assurances that the Democratic 
representatives in both House and Senate of the 
principal southern States in which there has been in 
industrial revival during the past decade will give 
them whatever assistance is necessary to prevent 
any downward revision of the present law, should 
the so-called Progressives, constituting the western 
wing of the Republican party, manifest a disposition 
to help the free traders. 

Few Favor Free Trade 

Eigen wheel horses of both political parties are dis- 

posed to regard the President’s utterances con- 
cerning the removal of economic barriers as merely 
a part of the professional propaganda with which 
he is favoring the diplomatic representatives of the 
Allies, and they are firmly convinced that Congress 
will not permit American industries to be jeopard- 
ized by any tariff tinkering designed to facilitate 
the entrance of foreign merchandise into the mar- 
kets of the United States. 

Business men who have begun to be anxious as 
to what the President really does mean in this con- 
nection should do well to remember that both houses 
of Congress will be in the hands of the Protection- 
ists after March 4 next, and that, in addition, it re- 
quires a two-thirds vote to ratify the peace treaty 
now in process of negotiation. 
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If Congress is to revise the tariff it is earnestly 
to be hoped that it will enact the necessary legisla- 
tion to bring about the adoption of the uniform 
classification of imported merchandise adopted at 
the International Statistical Congress, and held at 
Brussels eight years ago. Such a reform will be 
of great value to American manufacturers and dis- 
tributors, as it will render intelligible for compara- 
tive purposes the customs statistics that measure 
the influx of foreign merchandise. 


Uniform Classification Highly Important 
T= desirability of a uniform classification has 
been pointed out on numerous occasions, and the 
advantages to be gained are unquestioned. This 
problem has been the subject of discussion at vari- 
ous meetings of international customs and statistical 
conferences. 

The International Customs Conference, held in 
aris in 1900, recommended that the various coun- 
tries unite on a common statistical classification 
covering the most important articles, to serve as a 
basis for international statistics. At the Interna- 
tional Statistical Conference, held at Brussels in 
1910, a tentative classification was drawn up and 
referred to the various governments represented 
for further consideration. 

At the session of the International Statistical 
Congress at Brussels, in 1913, a schedule consist- 
ing of 186 classifications was adopted. In a formal 
convention ratified by the principal European and 
13 American countries it was stipulated that each 
country, in addition to publishing statistics of im- 
ports and exports, according to a classification 
suited to its own needs, would furnish annually to 
an international bureau of commercial statistics, to 
be located at Brussels, reports of imports and ex- 
ports in accordance with the international classifica- 
tion. 

This international bureau was to be under the 
direction of the Belgian Government, and supported 
by pro rata contributions from the countries rep- 
resented or thereafter agreeing to the convention. 
The United States and six other American coun- 
tries, which were not represented at the confer- 
ence, have since then expressed their approval and 
agreed to furnish the annual reports. 

Considerable Progress Already Made 

HE European war interfered with the establish- 

ment of the proposed international bureau, but 


in American countries the project has not been lost 
sight of. The International High Commission, or- 
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ganized under the direction of the Secretary of the 
Treasury in accordance with a recommendation of 
the first Pan-American Conference held at Wash- 
ington in 1915, has been active in keeping this mat- 
ter before the Latin-American Republics. The in- 
ternational classification has been translated into 
Spanish and submitted to the several countries, with 
the suggestion that their statistical classifications 
be arranged in accordance therewith. 

The international schedule of 186 classifications is 
necessarily general in character, the lack of detail 
in manufactured goods being especially noticeable; 
but this defect will be corrected in time. It rep- 
resents a compromise between the different govern- 
ments represented, with a view of making it possi- 
ble to condense into it the more or less elaborate 
classification of imports of the larger European 
countries and of avoiding an excessive amount of 
labor in the preparation of the annual reports. It 
is, however, the first step toward uniformity and 
offers distinct advantages not only in the field of 
foreign trade statistics, but also as a possible step 
for bringing about closer uniformity in customs 
regulations, at least in American countries. 

The practical advantage of the adoption of the 
international schedule would be that it would enable 
American business men to obtain at a glance valua- 
ble information concerning importations which can 
now be had only after exhaustive study of the 
official statistics. It would also furnish a basis for 
2asier comparisons between our own import trade 
and that of the leading manufacturing countries 
of the world. Every merchant as well as manufac- 
turer should boost this up-to-date project. 


The United Chair Seat & Novelty Co. has removed its 
factory and offices to 1470 Gates Avenue, Brooklyn, 
Ne 

A. 8. Canton, formerly purchasing agent of the auto- 
mobile accessory department of Oliver Bros., Inc., 71 
Murray Street, New York, is now associated with the 
A. S. Canton Co., 258 Broadway, New York. 


A. C. Penn, Inc., 124-28 Adams Street, Newark, N. J., 
manufacturer of hardware, safety razors, etc., is plan- 
ning to acquire additional property to increase its 
capacity. 


The Utica Automotive Corporation, Utica, N. Y., has 
been incorporated with a capital of $10,000 to manu- 
facture tractors, tractor parts and similar products. 
F. E. Odell, N. C. Nelson and F. W. Dygert are the 
incorporators. : 


It Is Not Necessary to Crowd Your Builders’ Hardware Window 


Artistic trim in store of Kelley Hardware Co., Duluth, Minn. 



































Publicity for the Retailer 





Good Auto Accessory Ad—Unique Ad on Skates—A Page 
from an Up-to-Date Store Paper— 
Well Written Stove Ad 


By Burt J. PARIS 


An Ad That Is a Catalog 


No. 1 (3 cols. x 7 in.) 
HIS ad was sent us by Krakauer, Zork & 
T Moye’s of El Paso, Tex. This is a kind of 
tire ad we like to see—a generous listing of 
sizes and prices so that an auto owner may figure 
on his needs in advance of coming into the store. 

Some hardware men think that laying all their 
cards down on the table in this fashion is poor busi- 
ness policy when it comes to selling tires, for the 
reason that it gives competitors an opportunity to 
feature lower prices and that it prevents many 
owners coming in the store by giving them an 
opportunity to compare prices without the influence 
of salesmanship. 

But we believe all these fears are groundless. 
Standard makes of tires vary very little in price, 
and on special brands which the dealer may repre- 
sent exclusively such advertising is not to be suc- 
cessfully combated by advance price comparisons. 

We believe that lists of sizes with prices are a 
mighty good feature of any tire ad and we strongly 
recommend including them in your tire ads. 


Snappy Little Skate Ad 


No, 2 
|e heer is a readable little skate ad sent us by L. 

L. Campbell of the J. A. Sullivan Co., North- 
ampton, Mass. The verse and the cuts get attention 
at the outset and it is a foregone conclusion that 


(2 cols. « 4 in.) 








Mr. Paris has helped improve the 
advertising of scores of HARDWARE 
AGE subscribers. Send him some of 
your ads, care of HARDWARE AGE, for 
criticism. The cost is nothing. 




















the brief yet informing text of the ad will be read. 

Mr. Campbell believes in the use of verses to liven 
up ads and to a limited extent we are inclined to 
agree with him. The main thing, of course, is to 
have your verses snappy and to the point. Mr. 
Campbell also believes that a slogan used continu- 
ally is better than a trade-mark. It must be remen- 
bered that many trade-marks are slogans in them- 
selves and that many trade-mark designs incorporate 
slogans. This being so, Mr. Campbell’s argument 
is logical. The repetition of a slogan drives home 
a selling fact directly connected with the store, 
while the trade-mark without a slogan is simply an 
identification. So it would seem that the ideal is 
the trade-mark which contains a slogan so that it 
performs the office of both slogans and trade-mark. 


Stove Points Well Made 
No. 3 (3 cols. x 6 in.) 


B. KNIGHTEN, secretary-treasurer of the 
*Blakey-Clark Hardware Company, Ennis, Tex., 
sent us this well-displayed stove ad and wants to 
know what we think of it. The text is certainly 
well handled, bringing out the essential features of 
the heaters in a convincing manner, and the state- 
ment that “‘there are more Cole’s and Wilson stoves 
heating the homes of Ennis this winter than any 
other stove made” is a point well calculated to in- 
fluence the local purchaser. 

To the left of the ad, styles and prices are listed 
and the important notation made that experienced 
men set up free of charge all stoves sold by the 
firm. As a whole, we consider this Blakey-Clark 
ad a very effective announcement. 


A Page from ‘‘Store News” 


No. 4 (8 in. x 11 in.) 


HIS is a page from the current issue of Hack- 

ley’s Store News, the store paper published by 
E. Hackley, Earl Park, Ind. Store News is a very 
carefully edited paper and has been getting business 
for the firm it represents for a number cf years. 
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A feature of this Indiana store paper is the 
manner in which it enters into the life of the com- 
munity. By taking notice of local events and giving 
them adequate space, the scope of the paper has been 
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HIGH-PRESSURE 
TUBES 
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gradually broadened to the point where now it is 
really a local institution. 

On this page reproduced will be noted train 
schedules and a column of local want ads. All 


AUDITUTUCISAQINADOTULAPOANEOTSHTOOLOMALUUTAOUAUE OATUNNERTOORNNVOGOPOOOTUPARE AAPA ANRONOPAN ETOAC RSTO 
KracKajacK Auto 
Accessories : 


1 
{i} 


KracKajacK Serviee offers you everything you can possibly need in 
auto accessories. Every standard auto accessory of merit is found # 
in our stock and we give prompt attention to orders. 


We sell and recommend the following Automobile 
Tires: 


Norwalk High Pressure Tires—“Some Rubber” 


These tires are guaranteed for 5,000 miles. They are also guaran- 
teed to be free from imperfections in material and workmanship. 


Size. Kind. Size. Kind Price 3 
30x3 Plain ...seccsees : . 34x4 Ribbed Tread...... $41.95 = 
30x3 Non SKIid....ese+.-- 34x4 Non Skid 847.25 = 
3Ox3% Plain ....cccccsese 2 34x4% Non Skid..... . 850.80 = 
30x3% Non Skid.. 35x4% Non Skid... 862.55 4 
31x4 Non Skid.. 3525 Non Skid... 878.70 

32x3% Non Skid.. 36x4% — Skid e 862.45 

32x4 Non Skid 37x5 $81.20 = 





} kid 
33x4 Non Skid Write for Booklet. 


Kokomo Tires—“The Long Life Tire” 


These tires are guarantéed for 5,000 miles and adjustments are made 


on a very liberal basis. 
Kind. Price. Size. Kind. Price 









Plain CL. «+++ 81750 33x4 Plain SS......00+5-. 837.30 
Non Skid CL. .-.$1830 33x4 Non Skid S ee 
, Plain CL $22.95 34x4 Plain SS... 
Non Skid CL: $23.50 S4x¢ Non Skid SS 
Non Skid CL. 836.65 34x4% Plain SS.. 
Plain SS....... $26.10 84x4% Non Skid SS.. 
Non Skid SS $27.45 35x4% Plain nae 
Plain SS. ....cccces $35.50 35x4% Non Sk 
Non Skid SS........ 83 Write on Soc klet. 


PECIAL NOTE—We have a limited number of “Highway” Tires 
hat are being closed out. These are Big Values in Mileage. 


RAKAUER 


ZORK & MOYE'’S S., I. 
San Francisco St. El Paso, Texas. 
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WHY NOT HEAT YOUR HOME 
COMFORTABLY ..1. 


We're sure you will be interested in looking over our 1918 
showing of Cole’s Air-Tight, Cole’s Hot Blast and Wilson Air- 
Tight Heaters. 

















We have devoted considerable time, thought and effort in 


studying the leading makes of wood and coal heaters. Our in- 
vestigation has convincee us that there is no line of heating 


and Wilson. 


stoves equal to the Cole’s 















homes 





There are more Cole’s and Wilson stoves heating the 
of Ennis this winter than any other stove made. 
Remarkable 


durability characterize these well designed heaters. 


convenience, greatest economy and unusual 





We will be pleased to have you call at any time and inspect 





our line of heaters. 










campaign. 
Mr. Paris is 
here to help 
you improve 
your “printed 
| sales effort.” 


Cole’s Air-Tight Heaters, Six 
Models. $10.00 to $19.50 
Cole’s Hot-Blast Heaters, Seven 
Models__ _.-...... $17.00 to $24.00 
Wilson Air-Tight Heaters, Nine 
Models $7.00 to $17.00 




















Experienced men set up free all 





stoves sold by us, 





3—Good presentation 
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through the paper each month are display ads like 
the one shown on this page as regards display and 
space used. Store items are used in profusion and 
are scattered through the reading matter in the 
most prominent positions. 


Hardware Age 


Hackley’s Store News is an example of the way 
in which the store paper can grow in importance 
until it is the most profitable ambassador for the 
firm which publishes it, in some instances even 
surpassing newspaper space in business-getting. 


4—A 


store paper 


that has made good 
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Hacxley's Store News 





Want Ads. For Sale Notices 


FOR RENT—A desirable room, pri- 
vate family. Inquire at Hackley’s 

WANTED—Plain sewing at home or 
will sew in homes. Mrs. Byron 

Cobleigh. 

FOR SALE—House, lot, barn and 
good ‘wut buildings and well. In 

Earl Park. Call Hackley’s Store for 

information. . 

WANTED—Washibgs. Mrs. John 
Marsh. 

WANTED—1000 pounds of carpet 

rags, sewed in balls. KE. Hackley. 

FOR RENT—The Thomas storeroom 
formerly occupied by Seward Bros. 

For terms see E. Hackley. 

The Fowler Electric Shop. Electric 
work of all kinds. House wiring, 

fixtures and supplies. Wm. Fred- 

riks. Fowler, Ind. 

FOR SALE—Three-fourths size bed 
spring. Mrs. Anna McKinney. 
FOR TRADE—Player piano for used 
piano in good condition, player piano 





Give now, before their sacrifice is 
made. 

Seven allied activities, all endorsed 
by the Government, are combined in 
the United War Campaign, with the 
budgets distributed as follows: Y. 
M. C. A., $100,000,000: Y. W. C. A, 
$15,000,000; National Catholic War 
Council (including the wark of the 
Knights of Columbus and special war 
activities for women), $39,000,000; 
Jewish Welfare Board, $3,500,000; Am- 
erican Library Association, $3,500,000; 
War Camp, Community. Service, $15,- 
000,000; Salvation Army, $3,500.000 


= 
Vitreous Enameled Linings protect 


the MONARCH RANGE against dam- 
age from RUST, 








We have some attractive prices on 
Black Beauty, Mica, and Black Dia- 
mond axie grease. There has been 
quite an advance in axle grease prices 


recently. Buy before we advance our) y 


prices. 





Y. M. C. A. Workers Carefully Se 
lected 





“There are at present nearly 5,000 
Y. M. C. A. secretaries of whom 700 
are women, in France,” thus an offi- 
cial reply to recent proGerman propa- 
ganda to the effect that “Y” opera- 
tions’ overseas have been open to eri- 
ticiesm, “and it is not surprising that 
occasionally an unfit person crowds 
through. The statement has been 
made at least one secretary of the Y. 
M. C. A. was found to be vicious. We 
might add the fact that several men 
who were sent over by the Y. M. C. A. 
service was found to be unfit; also 
there were two or three women who 
had no sooner landed in France than 
they were discovered to be not the 
type to represent the home and Chris- 
tian lite of America by the next boat. 

It is perfectly apparent to fair mind- 
ed persons that as long as General 
Pershing requires the presence of the 
M. C: A.- and the French govern- 
ment provides, nearly 1,000 huts for 
its activities in the French army 


is new. Call Hackley’s Store. 





FOR SALE—1913 Ford Touring car. 
Paul Conner. 

FOR TRADE—Player piano for used 
piano in good condition, player piano 

is new. Call Hackley’s Store. 

FOR SALE—Used itchen cabinet, 
large size, cheap. H. Gamso: 





OUT OF THE MOUTH OF HELL 


Our boys come, nerve-racked, tense, 
exhausted by their sleepless vigil and 
harassed with tragic memories. 

Rest they will have, but rest is not 
recreation. Mind must relax as well 
as body. They must forget a while, 
must turn their thoughts into their 
nornia!l course before facing anew the 
horrors of the first-line trenches. 

Courage they have always, but we 
can-put fresh heart into them; we 
can restore the high spirits of youth 
and send them singing into the fray 

They are fighting for you; show 
your appreciation. 

When you give them arms, you give 
them only the instruments of your 
own defense; when you give for the|' 
wounded, you give only in common hu- 
manity; but when you give to the Y 
M. C. A., you are extending to the 
boys the warm hand of gratitude, the 
last token of your appreciation of 
what they are doing for you. You 
are doing this by showing your inter- 
est in their welfare 

The Y. M. C. A. furnishes to the 
boys, not only in its own “huts"”— 
which are often close to the firing 
line—but in the trenches, the mater- 
ial and intangible comforts which 
mean much to morale. It furnishes : 
free entertainment back of the lines chill. 
It supplies free writing paper and 
reading matter. It conducts all post 

| exchanges, selling general merchan- eres 








And the Perfection Oil Heater | | 0 
guards him against cold during 
the morning bath and frolic. 
No danger of discomfort or 
The Perfection gives 
glowing warmth at the touch of 
e match. Light—strong—port- go. 


f =e 7:18 a. m. 
BABY IS KING No. 15, mail and express .. 2:35 p. m. 
cs ff ae §:22 p. m. 

3, mail and express os Stee oe oe 


there is not much danger of the Y. M. 
‘|C. A. resolving itself into a haven 
for vicious people or slackers. The 
offices and books of the association 
are open to the inspection of the peo 
ple at any time,” 

The United War Work Campaign 
will spread broadcast needed public 
comprehension of the “Y” workers 
and work. 


We write insurance in the Farmers’ 
Mutual Insurance Co., of Benton, 
White and Jasper counties, Indiana, 
for farmers, against fire and lightning. 
Also hail, wind, cyclone and tornado 
insurance in the Indiana Mutual Cy- 
clone Insurance Co. Your patronage 
solicited. Call and see Geo. J. Schlut- 
tenhofer, Earl Park phone 





Earl Park Carpenters and Buliding 

Contractors 

J Thos. McDonald, R. L. Nattinger, 
Med St. John, Med Cyr. 





Earl Park Big Four Schedule 


EAST BOUND 
No. 2, maf) and express __ 7:37 a.m 


No. 16, mail and express _.11:57 a. m 
No. 18, mail ....-....... 3:26 a. m. 
No, 4, mail and express .. 8:13 p. m 


WEST BOUND 


Nos. 2, 4, 5, 3 daily except Sunday. 

No. 3 running from Indianapolis t¢ 
Kankakee. 

No. 4 running from Kankakee to 
Lafayette. 

No. 5 making connection for Chica 





dise without profit. It hag charge of ee 
and encourages athletics, and con- 
ducts a “khaki college” for liberal ed- 


Come in and examine it. 


inexpensive. Cc. I. & S. Time Table, Sheff, Ind. 


NORTH BOUND 








ucation. Its religious work is non- 
sectarian and 


; now-propagandist. It = E. HACKLEY 
keeps alive in the boys “over there” 











‘the life and the spirit of “over here.” 











ee 8:20 a. m. 

GE scnamabbnmiuaanl 6:45 p. m. 
se SOUTH BOUND 

SS ae 10:23 a. m 

NE I eaetsinntentiieensideds 7:40 p. m. 








Chandler & Farquhar Employees Meet 


HE Chandler & Farquhar Associates, an organiza- 
tion of the co-workers of the Chandler & Farquhar 
Company of Boston, held their annual meeting Jan. 8. 
The meeting took the form of an invitation dinner 
party by the Chandler & Farquhar Company, after 
which followed the meeting of the Associates, and the 
election of officers, which included the re-election of 
President Irving L. Redfield and Secretary Margaret V. 
Gardner. President Redfield presided during the meet- 
ing, at which about 100 were in attendance. 
The report of the War Relief Committee showed that 
two of the twenty boys who went into service have re- 


turned to their situations, and that of the entire num- 
ber only one was jost, and he by influenza after many 
weeks of transport service in the mine zone. During 
the evening remarks pertinent to the business conditions 
and details of the store management were made by 
President I’. Alexander Chandler, Treasurer Charles S. 
Farquhar and Secretary Walter A. Dow. Special 
awards were made to Frank A. Grimmer for the best 
letter on “My Duties As I See Them,” and to Miss 
Constance Bouve for an unbroken record of 100 per 
cent attendance for two years. After the business 
meeting the floor was cleared for dancing. 


Reading matter continues on page 82 
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Set No. 1750 
Stanley Sereen Door Sets always 
sive the utmost satisfaction. 

















Set No. 1752 
rhe exceptional convenience of these 
sets is noteworthy. 

















Set No. 17543 
These sets can be used by anybody 
and are liked by everybody. 





Stanley 
Screen Door 
Hardware 


HE sets here illustrated 

are extremely popular and 

are preferred because of 
their handsome appearance, 
because of the effective service 
they give and because of their 
strength, durability and ease of 
applying and using. 


Set No. 1750 consists of one pair of orna- 
mental wrought steel loose-pin butts 
(3x3) to screw on the surface; one 
wrought steel pull; one extra quality wire 
spring and one gate hook and eye fin- 
ished in Japan, Antique Copper, Dull 
Brass or Stanley Sherardized. 


Set No. 1752 consists of one pair of or- 
namental wrought steel loose pin butts 
(24x24); one wrought steel pull 3'4 
inches long; one wire spring No. 2; one 
gate hook and eye. The door is removed 
by slipping out the pins. 


Set No. 1754J is intended for screen doors 
wider than the entrance into which they 
are to fit. Doors are easily lifted off 


these loose joint hinges. 


Here is hardware that is of splendid 
quality, that is in strong demand, and 
that brings you an excellent profit. 
Catalog sent free on request. 


The Stanley Works 


New Britain, Conn., U. S. A. 


New York: 100 Lafayette Street 
Chicago: 73 East Lake Street 
Manufacturers of Wrought Bronze and Wrought Stee 
Hinges and Butts of all kinds including Stanley Ball 
Bearing Butts Also Pulls, Brackets, Chest Handles, Peer 
less Storm Sash Hangers and Fasteners Sereen Window 


and Blind Trimmings; Twinrold Box Strapping, and Co 
Rolled Strip Steel, 


Stanley Garage Hardware is adaptable for factory and 
mill use. 
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Market Conditions 


(Continued from page 72) 


ties in others. In their efforts to clean up these stocks 
they are making some price concessions on certain sizes. 
Some resale bolts are reported to have been placed on 
the market by Government contractors at lower than 
regular prices. However, manufacturers are adhering 
to prices that have been prevailing. The demand is fair. 
Jobbers’ prices are as follows: 


Machine bolts, h.p. nuts, % x 4 in., smaller and shorte! 
rolled threads, 40-10; cut threads, 40; larger and longer 
20-214; carriage bolts, % x 6 in., smaller and shorter rolled 
threads, 40: cut threads, 35; larger and longer sizes, 20-»5 
lag bolts, 49; stove bolt 60-10; 7/16 x 6 in., smaller and 


shorter rivets, 40. 

Carpenters’ Tools.—There is little call for carpen- 
ters’ tools at present, but dealers are looking for a good 
volume of business in the near future because of the 
expected building activity during the coming season. 
Jobbers have advanced 10 per cent several lines of tools 
made by the Stanley Rule & Level Co. following a price 
advance by this company. 

Copper Ware.—There is a good demand for copper 
ware and shipments from manufacturers are slow. As 
a result jobbers’ stocks are rather low. The Rome 
Brass & Copper Co. has announced a price advance of 
5 to 10 per cent on its line of wash boilers, tea kettles 
and coffee pots. 

Cotton Mops.—The Schermaborn Bros. made a price 
advance of 10 per cent on their line of handled cotton 
mops. 

Curry Combs.—A 10 per cent reduction in the price 
of curry combs has been made by the New York Stamp- 
ing Co. 

Eaves Trough and Conductor Pipe.—Jobbers have 
succeeded in securing good stocks:of eaves trough and 
conductor pipe and will be able to take care of the 
spring trade promptly. At present the demand is light. 

Galvanized Ware.—Some manufacturers of galvanized 
ware have surplus stocks and this work is being offered 
directly to the retail trade at price reductions of 25 
per cent from former prices. Two weeks ago a 10 
per cent price reduction on galvanized ware was an- 
nounced but the additional 15 per cent concession is 
being made. 

Hammers.—It is stated that most of the styles of 
hammers that were eliminated during the war will 
again be placed on the market. Jobbers’ stocks are 
now in good shape and new demand is rather light. 

Horse Shoes.—The retail trade is apparently well 
stocked with horse shoes and new demand is rather lim- 
ited. Manufacturers are making good deliveries. 

Jobbers quote horse shoes at $7 per keg. 

House Letter Boxes.—A price advance of about 25 per 
cent is announced on pressed steel house letter boxes. 

Lead Pipe.—The price of lead pipe has declined $1 
per 100 lb. and is now quoted by jobbers at $10 per 
100 lb. 

Lead Sheets.—Lead sheets have been marked down 
$1 per 100 lb. and are now quoted by the jobbing trade 
at $10.50 per 100 Ib. 

Mechanics’ Tools.—The demand for mechanics’ tools 
has eased off considerably, but manufacturers are still 
far behind on deliveries and shipments are slow. It is 
announced that a number of the finishes and sizes that 
were discontinued by direction of the Government dur- 
ing the war will again be placed on the market. 

Nails and Wire.—The demand for nails and wire is 
not heavy, but it is as good as can be expected for this 
time of the year. Jobbers are having no trouble in 
getting deliveries on all sizes and consequently can 
make prompt shipments. Prices are unchanged. Job- 
bers’ prices for less than carload lots are as follows: 
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MINNEAPOLIS and St. PAUL, Jan. 9, 


ITH the holiday trade out of the way, even to the 
changing of skates to give the right size 

to the one who received the wrong size for Christmas, 
the more quiet period of the winter months is upon us. 
Incorporated stores, at least, have been taking inven- 
tory. The week between Christmas and New Year’s 
found a number of houses, including jobbers, hampered 
in the service they have rendered their customers, for 
this reason. Jobbers indicated a very light trade for 
the past two weeks, orders being almost entirely in 
the nature of fill-in items. Winter sports goods have 
sold remarkably well, as dealers have re-ordered re- 
peatedly from the jobbers on skates, sleds, toboggans 
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$5.12 per 106 
cement coated 


Wire nails, $4.18 
lb.: No. 9 annealed wire, 
nails, $4.07 per 100 Ib. 

Pipe.—Jobbers have reduced prices $6 a ton on iron 
and steel pipe, following a similar reduction in the mill 
prices. 

Plumbing Goods.—Prices on vitreous chinaware have 
been marked down about 30 per cent and a reduction 
of 25 to 20 per cent has been made on cast iron enamel- 
ware. These reductions on lavatories and closets have 
been made by manufacturers to stimulate buying and 
selling and to encourage activity in the building field. 
So far no reduction has been made on plumbers’ brass 
goods or on soil pipe and fittings. 

Range Boilers.—The scarcity of range boilers which 
has existed for a long time has been relieved and manu- 
facturers are now promising early shipments on back 
orders. Prices are unchanged. 

Jobbers quote 30 gal. range boilers at $14.75. 

Rope.—The recent sharp decline in rope has not 
stimulated the demand, which is rather light. The re- 
tail trade is apparently fairly well supplied. 

Jobbers quote Manila rope at 22c. per Ib. base. 

Rubber Roofing.—Prices are weak on rubber roofing 
and a number of brands have been marked down about 
l5c. per roll. Jobbers are repricing at the new basis 
orders that have not yet been filled. 

Sheets.—Jobbers have revised prices on sheets, mak- 
ing a reduction of $4 a ton on galvanized sheets and 
$6 a ton on black sheets, these reductions corresponding 
to the mill reductions made Jan. 1. Under these prices 
jobbers are getting the same marginal profit of $20 a 
ton that they were allowed under Government control 
of jobbers’ prices. Shipments from the mills are now 
being made promptly and jobbers have good stocks. 
The demand is fair. 

Jobbers quote prices as follows: 
Ib.; No. 28 galvanized, 7.40c. per Ib. 

Sinks.—Prices on white enameled sinks have declined 
from 10 to 15 per cent. 
first-grade 


per keg; galvanized: wire, 
$4.42 per 100 Ib.; 


No. 28 black, 6.12c. per 


Jobbers flat rim sinks, 18 x 30 in., at 
$5.35. 

Sleds.—Jobbers have been doing a good volume of 
business in sleds and in some cases their stocks have 
been entirely cleaned out. Sales by retailers, how- 
ever, are rather light because of the almost entire ab- 
sence of snow so far this winter, and dealers have good 


stocks on hand. 

Solder.—The price of solder has declined from 10c. to 
13c. per lb. and this is now quoted by jobbers at 42c. 
per lb. for standard qualities and 50c. for best grades. 

Spikes.—The spike situation has eased up and job- 
bers can fill orders within 2 weeks or less. The price 
has declined 25c. per 100 lb. 


1.82¢. 


quote 


Jobbers quote spikes at base 

Steel Bars.—Jobbers have marked down steel bars 
$4 a ton, this decline corresponding to the reduction in 
mill price made Jan. 1. Shipments from some mills are 
still slow, but jobbers’ stocks have improved. 

Jobbers quote steel bars at 3.87c. 

Stoves and Heaters.—Coal and gas heating and cook- 
ing stoves and ranges are moving rather slowly. There 
is still a steady demand for oil heaters. 

Twist Drills—The demand for twist drills has fallen 
off materially but shipments from manufacturers are 
still slow, and jobbers have been unable to secure can- 
cellation of old orders. 

Wood Screws.—The market on wood screws is un- 
settled owing to the fact that quotations 20 per cent 
below regular prices are being made. The regular quo- 
tations, which have not been changed, are as follows: 

Flat, bright head wood screws, 70 per cent; round head 
blue screws, 60 nad 10 and 10; round head nickel, 55 and 
10; flat head brass, 50 and 5; round head brass, 40 and ° 
from list. 


CITIES 


and items of this description. The first two days of 
this week were the most quiet ones for a long time, in 
the general line of business. Dealers indicated that 
sales were light except for winter sports items. 

A very brief summary for the past year for this 
district may be made in the statement that bank clear 
ings ran far ahead of anything yet recorded. Crops 
were better and brought more money than ever before. 
There were fewer idle men than ever before, and wages 
were higher. Under the administration of the food 
commission prices were restricted on provisions, but 
that restriction has now been removed, and the effect is 
noted in the higher prices on many items. Credit 
terms have been shortened considerably the past year 
and are being more closely adhered to by merchants 
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« Prevention 


i. versus C1 ure 


If your building burns to- 







night the insurance ad- 
juster will pay the prop- 
erty loss. But you per- 
sonally will have to suffer 
the irretrievable loss of 
business and good will 
which occurs during re- 


construction after a fire. 


RICHARDS: WILCOX 
Automatic Fire Doors and Hardware 


PREVENT FIRES 


The R-W line includes single and double sl:ding doors, vertical and horizontal 














sliding doors, and single and double swing doors. 


Whatever your requirements we 
can furnish proper equipment. 


R-W Fire Door Hardware and 
Fire Doors are inspected, approved 
and labeled under the direction of 
The National Board of Fire Under- 


writers. 


Write for Fire Door Catalog or 
tell us your requirements and we will 
quote on necessary equipment. 
























MANUFACTURING Co. 


AURORA.ILL.US.A. 


BRANCHES: New York, Chicago, Philadelphia, Richards-Wilcox Fire Door Equipment which recently saved 
Boston, St. Louis, Minneapolis, Los Angeles, San two-story building and stock of general merchandise, owned by 
Francisco, London, Ont. Gillfillan Brothers in disastrous fire at Milford, III. 























‘*A Hanger for Any Door that Slides’ 
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in general. This brings gocd results, as the public 
becomes accustomed to keeping obligations cared for 
more promptly. 

The epidemic of influenza is abating though there 
are plenty of new cases reported daily. The fall of 
snow we have received will help in its elimination, and 
the vacant places in business houses will have been 
filled again. That same snow has stimulated the sale 
of snow shovels, sidewalk cleaners and scrapers to a 
marked degree. 

Much interest is evident in regard to prices for the 
first few months of the year. It is too early yet for 
an announcement of prices that will be affected, but 
such a readjustment will be made, everyone concedes, 
although the prices will in many cases be more. 


Axes.—The sale of axes continues to be quite fair, 
although the past week or so has seemed a lessening 
somewhat of the sales of them. 

We quote from local jobbers’ stocks: Single bit base weight, 
axes at $13.75 to $14.50 per dozen; double bit base weights 
at $18 to $19 per dozen. Sager handled single bit at $18.50 
per dozen; double bit at $23 per dozen. Quaker City boys 
axes at $12 per dozen. 

Ash Sifters.—With the colder weather, which is now 
upon us, the demand for ash sifters begins to grow. 
There has been no change in prices. 

We quote from local jobbers’ stocks: _Wood barrel ash 
sifters, $5.75 per dozen; round metallic ash sifters, $3.75 per 
dozen; square wood ash sifters, $1.75 per dozen; Triumph 
rotary ash sifters, $3.90 each. 

Bolts.—The demand for bolts has begun to improve, 
even in the last few days. Stocks are in only fair con- 
dition, with no changes in price. 

We quote from local jobbers’ stocks: Small carriage bolts 
at 30 per cent; large carriage at 20 per cent; small machine 
at 30-10 per cent; large machine at 25 per cent; lag or coach 
screws at 30-10 per cent; stove bolts at 60 per cent, and tire 
bolts at 40-10 per cent. 

Coal Hods.—Prices are still holding steady and sales 
show a slight increase. 


We quote from local jobbers’ stocks: 17-in. japanned open 


coal hods, $6.50 per dozen; 18-in., $7.25 per doen; 17-in 
japanned funnel, $8.20 per dozen; 18-in., $9 per dozen; 17-in 
galvanized open, $10 per dozen; 18-in., $10.90 per dozen; 


17-in. galvanized funnel, $11.45 per dozen; 13-in., $12.35 per 


dozen. 

Files.—Sales have dropped off to some degree in the 
past week or so with general quotations holding at the 
old standard. 

We quote from local jobbers’ stocks: 
per cent, tiverside at 50-5 per cent, 
and Arcade at 50-5 per cent. 


Food Choppers.—Sales still continue good with prices 


Nicholson files at 45 
Royal at 60 per cent, 


unchanged. 
We quote Universal Food Choppers 25 per cent and 10 per 
cent from standard list. 


Galvanized Pails.—There is some improvement in the 
sales of galvanized pails with prices at old quotation. 
New stocks are beginning to come through a little bet- 
ter from factory. 

We quote from local jobbers’ stocks: 8-qt. galvanized pails 
at $5.44 per dozen; 10-qt. at $4.75 to $6.16 per dozen; 12-qt 
at $5.05 to $6.76 per dozen; 14-qt. at $5.90 to $7.59 per dogen ; 
16-qt. at $9,18 per dozen; 16-qt. 


galvanized stock pails at 
$8.15 to $11.55 per dozen; 18-qt. at $9.45 to $13.42 per dozen; 
20-qt. at $15.29 per dozen. 


Galvanized Tubs.—Sales are very light with no change 
in prices 

We quote from local jobbers’ stocks: No. 0 galvanized tubs 
at $14.30 per dozen, No. 1 at $13.70 to $17.60 per dozen, 
No. 2 at $15.40 to $19.80 per dozen, No. 3 at $17.70 to $23.10 
per dozen, No. 1 heavy at $19.80 per dozen, No. 2 at $22 per 
dozen, No 3 at $25.30 per dozen. 

Handles.—The call for handles still continues to im- 
prove with prices holding strong at old quotation. Fac- 
tory shipments are improving a little bit although still 
far from what they should be. 

We quote from local jobbers’ stocks: Single bit axe han- 
dles, Gold Seal, $5.50 per dozen. ted Seal, $3.75 per dozen, 
White Seal, $2.60 per dozen; broad axe handles, Blue Seal, 


$5.50 per dozen; wood choppers’ nail handles, $3.25 per 
dozen ; 


carpenters’ adze handles, extra, $3.75 per dozen; No. 
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1, $2.75 per dozen; railroad adze handles, extra, $3.75 per 
dozen; No. 1 at $3.25 per dozen; sledge handles, Danie} 
3oone, 30-in., $3.75 per dozen; 36-in., $4 per dozen, extra 





30-in., 5 per dozen; 36-in., $3.50 per dozen; No. 1, 
30-in., per dozen; 36-in., $2.75 per dozen; railroad 
pick or mattock, extra, $4.50 per dozen; No. 1, $4 per dozen; 
No. 2, $2.75 per dozen; Red Seal, $3.75 per dozen; adze eye 
hammer, Daniel Boone, $1.75; Beauty, $1.25 per dozen; 
blacksmith hammer, Daniel Boone, 16-in., $1.75; 18-in,, 
$2 per dozen; Beauty, 16-in., $1.25 per dozen; 18-in., $1.30 


per dozen; machinists’ hammer, Daniel Boone, 14-in., $1.75 
per dozen; 16-in., $2 per dozen; 18-in., $2 per dozen; Beauty, 
14-in. and 16-in., $1.25 per dozen; 18-in., $1.30 per dozen. 
D-handle shovel handles, spade handles, scoop handles, rake, 
fork and hoe handles, 30 per cent from standard lists. 


Lanterns.—Sales continue good with stocks in fair 
condition. There is no change in price. 

We quote from local jobbers’ stock: Tubular long globe 
lanterns, $11.50 per dozen; tubular short globe, $11.50 per 
dozen; tubular dash, $15 per dozen; tubular De Lite short 
globe, $12.75 per dozen; Dietz short globe, $12.25 per dozen; 
Dietz Victor, $8 per dozen; Dietz No, 2 Blizzard, $12.25 per 
dozen; Dietz No. 2 Blizzard dash, $17 per dozen; Dietz 
Buckeye, $11 per dozen. 


Oil Heaters.—-The present cold weather of the past 
few days has caused another flurry in the sale of oil 
heaters. Stocks are sufficient to care for any demand, 
however, with prices unchanged. 

Japanned trim polished body oil heater, $4.25 each; nickel 
trim polished body, $4.75 each; large size nickel plated trim 
Japan body, $7 each; Perfection oil heaters in lots of less 
than 10 at a time, 30 per cent; 10 or over, 30 and 5 per cent 
discount. 

Nuts.—There is little change in the price or sale of 
nuts. Sales have been light for the past week or so but 
with the first of the New Year, should show a marked 
improvement. 

We quote from local jobbing stocks: Sq. in. machine screw 
nuts at 25 per cent; hexagon iron machine screw nuts, 25 
per cent; brass machine screw nuts, 15 per cent; hexagon 
semi-finished nuts, 50 per cent; hot pressed sq. blank nuts 
at $1; hot pressed sq. tap nuts, 80c.; hexagon blank nuts, 
s0c.; hexagon tap nuts, 60c. from standard list. 


Rope.—The National rope situation has of course 
affected the local market, there being a decrease in price 
of 9 cents per pound. Sales are at a low point. 

We quote from local jobbers’ stocks: Best grade manila 
rope at 23c. per Ib. base; best grade sisal rope at 22c. per 
Ib. base; Swedish wire rope, list plus 10 per cent; Monarch 
hoisting at list plus 5 per cent; plow steel rope at 20 per 
cent discount; crucible steel at 7% per cent discount from 
standard list; tram and tiller at list plus 10 per cent. 

Sandpaper.—Sales are at a fairly low point with good 
stocks at both jobbers and retailers. There is no change 
In price, 

: We quote from local jobbing stocks: Flint paper at new 
list less 5 per cent. Garnet paper at new list less 20 per 
cent. Emery cloth at new list less 10 per cent. 

Screws.—There is no change in the market on screws 
and mill shipments are showing some improvement. 


We quote from local jobbing stocks: Flat head brass 
screws, 44 per cent; round head blued screws, 70 list plus 
10 per cent; round head brass screws, 40 per cent; regular 


cap screws, 40 per cent; set screws, 50 per cent; iron machine 
screws, 60 per cent; brass machine screws, 20 per cent from 
standard list; flat head bright screws, 75 per cent. 
Solder.—The price of solder still holds firm at old 
quotation with sales running light. 
We quote from local jobbers’ stocks: 
solder at 49c. to 53c. per Ib 
55e. per lb. Wire solder, 
Steel Sheets.—So far there has been no announce- 
ment of any change and sales are light. 
We quote from local jobbing stocks: 28-ga. black sheets at 
$6.44 per cwt.; 28-ga. galvanized at $7.79 per cwt. 


Strictly half and half 
Warranted half and half solder 
57¢c. per lb. 





Wire.—Sales are at a low point with no change in 


price. 
We quote from local jobbing stocks: Black annealed iron 
wire at $4.75 per cwt. base; galvanized wire, smooth, at 


$5.45 per cwt. base. 


Wire Nails.—Stocks are slowly assuming normal con- 
dition as mill shipments are received. Prices hold steady 
at old quotation. 

We quote from local jobbing stocks: 
at $4.54 per keg base Coated wire 
per keg base. 


Standard wire nails 
nails at $4.44 to $4.54 


Notes of the Retail Hardware Trade 





CALIPATRIA, CAL.—The Imperial Valley Hardware 
Company has increased its stock. The concern now 
handles automobile accessories, baseball goods, bath- 
room fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, crockery and glass, 
cutlery, dairy supplies, dog collars, dynamite, elec- 
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trical household specialties, fishing tackle, furnituré 
department, gasoline engines, hammocks and _ tents, 
heating stoves, heavy hardware, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricat 
ing oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf 
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Here is One King 


THE KING |= 
BALL TIP 


DETACHABLE and ADJUST- 
ABLE Spring Hinge 


Which Shall Retain Partial- 

ity and Public Favor Every- 

where, in the future as well 
as the past 






SPSS oe 


" 


Nas 








Right Price 


Order Now for Immediate or Spring Shipment 


Large Stock 


All-steel construction, highly fin- 
ished. Simple, strong, durable and 
attractive in design. The spring 
tension is easily and quickly ad- 
justed with a common wire nail, 





While these hinges are most com- 


and the door taken down by releas- monly used on screen doors, they 
ing the spring and withdrawing the are suitable for lavatory and storm 
pin without removing any screws doors. 
or using any tools. Spring replacements can be made 
Hinges packed one pair in carton without tools. 
Tested, oil tempered springs in- 


with screws, and six dozen pairs 


in case. sure long life. 


No. 2700 


Illustration Four Times Full Size 


cgi, 6 VALLITH-PROUTY CO. sts 


Garage Door Hardware Los Angeles 


Overhead Carriers.” DANVILLE, ILLINOIS, U. S. A. Philadelphia 


Hardware Specialities San Francisco 
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hardware, silverware, sporting goods, toys and games 
and washing machines. 

MOUNT VERNON, ILL.—The Mathews Hardware Com- 
pany has succeeded Hinman & Mathews. 

REDKEY, IND.—Lee Williamson has purchased the 
entire stock of Williamson Bros., Inc. The firm name 
will remain unchanged, and catalogs are requested on 
paints and oils, metal sheets, stoves, furniture, hard- 
ware specialties, cream separators, granite, tin and 
aluminum ware, farm implements, harness, etc. 

BONDURANT, IowA —F rank E. Scott has bought the 
interest of W. G. Anderson in the Bondurant Hard- 
ware. A stock of automobiles and automobile acces- 
sories, plumbing and heating supplies has been added. 

CLARION, IowA.—Lockwood & Stewart have disposed 
of their stock of bathroom fixtures, electrical household 
specialties, galvanized and tin sheets, washing ma- 
chines, paints, oils, varnishes and glass, sporting goods, 
etc., to the Ziegler Hardward Company. 

RoLuaA, KAN.—The Stewart Hardware Company has 
sold its stock. 

GRAND HAVEN, MicH.—G. A. Bottje, engaged in the 
hardware business for the past thirty years on Wash- 
ington Street, has sold his stock and business to C. 
Beukema & Co. A line of bicycles and kitchen cabinets 
has been added. 

HAMBURG, MINN. 
their business. 

MAYNARD, MINN —The Maynard hardware stock was 
recently destroyed by fire. 

HARRISONVILLE, Mo.—The partnership of Totten & 
Deacon has been dissolved. Floyd Totten continues 
the business under his own name. 

KIRKSVILLE, Mo.—Robert Clark & Sons have opened 
a store here, dealing in automobile accessories, belting 
and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, fishing 
tackle, galvanized and tin sheets, hammocks and tents, 
heating stoves, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting 
goods and washing machines. 

SHELBY, NeEB.—J. B. Ryan Hardware, successor ww 
the Ammon Hardware Company, requests catalogs on 
belting and packing, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, electrical 
household specialties, fishing tackle, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, home barbers’ supplies, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roof- 
ing, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, sporting goods, tin shop and washing ma- 
chines. 

NEWBERN, N. C.—The Newbern Hardware Com- 
pany, of which F. F. Armstrong is manager, now car- 
ries a complete stock of hardware, etc., and requests 
catalogs on the following: Builders’ hardware, build- 
ing paper, cutlery, dog collars, heating stoves, heavy 
farm implements, heavy hardware, lime and cement, 
lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, shelf hardware and 


Hebeisen Bros. have disposed of 


washing machines. 

MeEpINA, N. D.—Henry Timm has purchased a half 
interest in Timm Bros. The concern contemplates the 
erection of a new store building in the near future. 
Catalogs requested on a general line of hardware. 

York, S. C.—The Farmers’ Hardware & Supply 
Company has been recently organized with a capital 
stock of $15,000, to conduct both wholesale and retail 
business. Catalogs are requested on a general line of 
hardware. 

HARTForRD, S. D.—A. A. Kaske has sold his stock of 
automobile accessories, belting and packing, electrical 
household specialties, heavy farm implements, washing 
machines, etc., to E. A. Wendt. 
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Mercepes, TEx —The Borderland Hardware Com- 
pany has commenced business here, dealing in the fol 
lowing lines, on which catalogs are requested: Auto 
mobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, churns, 
crockery and glass, cutlery, dairy supplies, hammocks 
and tents, harness, heating stoves, heavy farm imple 
ments and heavy hardware. 


Coming Conventions 


WESTERN RETAIL IMPLEMENT, VEHICLE AND HARD 
WARE ASSOCIATION CONVENTION, Kansas City, Mo., Jan 
14, 15, 16, 1919. H. J. Hodge, secretary, Abilene, Kan. 

PaciFIC NORTHWEST HARDWARE AND IMPLEMENT AS 
SOCIATION CONVENTION, Spokane, Wash., Jan. 15, 16, 
17, 1919. E. E. Lueas, secretary, Hutton Building, 
Spokane. 

MouNTAIN STATES HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION AND EXHIBITION, Brown Palace 
Hotel, Denver, Colo., Jan. 21, 22, 23, 1919. W. W. 
McAllister, secretary, Boulder, Colo. 

OREGON RETAIL HARDWARE AND IMPLEMENT DEALERS” 
ASSOCIATION CONVENTION, Portland, Jan. 21, 22, 23, 24, 
1919. E. E. Lueas, secretary, Hutton Building, Spo- 
kane, Wash. 

TEXAS RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Dallas, Jan. 21, 22, 23, 1919. Head- 
quarters, Adolphus Hotel. A. M. Cox, secretary, Dallas. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Indianapolis, Jan. 28, 29, 30, 31, 
1919. M. L. Corey, secretary, Argos. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Omaha, Reb. 3, 4, 5, 6, 1919. Nathan Roberts, 
secretary, Lincoln. 

CONNECTICUT HARDWARE ASSOCIATION CONVENTION, 
Hotel Taft, New Haven, Feb. 4, 5, 1919. Henry S. 
Hitchcock, secretary, Woodbury. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee, Feb. 5, 6, 7, 1919. 
P. J. Jacobs secretary, Stevens Point. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Kalamazoo, Feb. 11, 12, 13, 14, 
1919. Arthur J. Scott, secretary, Marine City; J. 
Charles Ross, manager of exhibits, Kalamazoo. 

IowA RETAIL HARDWARE ASSOCIATION CONVENTION, 
The Coliseum, Des Moines, Feb. 12, 13, 1919. A. R. 
Sale, secretary, Mason City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Pittsburgh, 
Feb. 11, 12, 13, 14, 1919. Sharon E. Jones, secretary, 
Fulton Building, Pittsburgh, Pa. 

NortH DAKOTA RETAIL HARDWARE ASSOCIATION CON 
VENTION AND EXHIBITION, Fargo, Feb. 12, 13, 14. 1919. 
Exhibition, Fargo Auditorium Building. C. N. Barnes, 
secretary, Grand Forks. 

RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Chicago, Feb. 17, 18, 19, 20, 1919. Headquarters, 
Hotel Sherman. Leon D. Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN 
TION, St. Paul Auditorium, St. Paul, Feb. 18, 19, 20, 
21, 1919. H. O. Roberts, secretary, 1032 Metropolitan 
Life Building, Minneapolis. 

OHIO HARDWARE ASSOCIATION CONVENTION AND EX 
James 


ILLINOIS 


HIBITION, Columbus, Feb. 18, 19, 20, 21, 1919. 
B. Carson, secretary, Dayton. 

SoutH DAKOTA RETAIL HARDWARE ASSOCIATION CON 
VENTION, Coliseum Building, Sioux Falls, Feb. 25, 26. 
27, 1919. F. J. Shephard, secretary, Mitchell. 

KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ AS 
SOCIATION, Tyler Hotel, Louisville, Feb. 25, 26, 27, 28 
1919. J. M. Stone, secretary, Sturgis. 

New YorK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Buffalo, N. Y., Feb. 25, 
26, 27, 28, 1919. Headquarters, Hotel LaFayette; Ex- 
hibition, Broadway Auditorium. John B. Foley, secre 
tary, 607 City Bank Building, Syracuse, N. Y. 


Reading matter continues on page &8 
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Do not wait until Influenza and Pn:umonia which has spread their destruction 
of life from one end of the country to the other, reaches your very door before you 
find a means which will help stamp out this dreadful disease from your homes. 


The UNIVERSAL Heating Pad will help a great deal towards the relief of that 


starting cold which is the foundation from which the Influenza starts. 


The use of the Heating Pad when chilly or whenever an ache or pain starts will 
often check it before it develops into a cold which at this time is pointing to this dread 
disease. 


The UNIVERSAL Heating Pad will help toothache, headache, backache, sprains 
or bruises. Ready relief is obtained by using this Pad which is a stitch in time when 
trouble of this kind arises. 





= 
= 


The only 3 Heat Electric Pad which positively maintains the temperature on each 
degree of heat, the changes being made by a simple pressure of the finger; can bé 


changed in the dark. 


IATA 


This Pad is ideal for sleeping porches. It weighs but fourteen ounces, is covered 
with gray eiderdown and can be folded, laid flat or wrapped around any part of 
the body. 


. = Nowadays the finest of arts is to keep fit, so give this wonderful Heating Pad a 
; chance to do its Bit for you. See your UNIVERSAL Jobber today; he always has a 


supply on hand to meet your demands. 
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Grape Fruit Knife 


Geo. Walter Davis, 258 Broadway, 
New York City, has recently placed 
on the market the “Dexter” double 
edge grape fruit knife which is de 
signed with the following original fea 
tures. It has a flat face, oval 
fitting c¢ pockets at the 
when cutting out the meat, and is of 
the proper bend to allow the point to 
follow the inside skin without cutting 
through. The sharp, oval, 
thin and taper. It has a cutting edge 
on both sides with a slight diagonal 


back, 


irved back 


point is 


x a DEXTER me A 
S SIMPE FRI IT KNIVES, 


Ke &, 


HARTINGTON CL 


sdlesmen” for the 
knife 


Attractive ‘silent 
“Dexter” grapefruit 


taper cutting to the right or left, and 
needs only a natural parallel stroke 
to cut fast and clean. 

The blade, which is nickel plated and 
highly polished, is flexible and narrow 
and tapers at the point fitting into the 
smallest sections. This blade is pinned 
securely into the handle, the latter 
light in weight, waterproof and oval. 
The whole is constructed along scien- 
tific lines to properly balance in the 
hand. The knives are packed in at- 
tractive “silent salesmen” counter dis 
play boxes, also in separate sets. 


Reading matter continues on page 


oom 
Detroit Torches 

The torches illustrated below are 
the products of the Detroit Torch & 
Mfg. Company, Detroit, Mich. The 
one on the right is the No. 17 which 
although small will do as much work 
as many larger torches. It has a rein 
spun tank of a heavy 
gage. It is also constructed with an 
exceptionally powerful burner and a 
strong pump in the handle. The torch 
has a capacity of 1 pint, its net weight 
is 2% lb. and shipping weight 4% Ib. 

The No. 18 torch illustrated on the 
left, is a pint size pump-in handle 
torch, built strong and snug, yet not 
a heavy torch and easily handled. The 
style lines and construction make it a 


forced brass 


Nos. 17 and 18 Detroit torches 
powerful, durable small torch. It has 
a hook and support for soldering cop- 
pers. A tapered burner of a special 
metal gives a strong blue flame, using 
a small amount of gasoline. It is 
perfect in material, workmanship and 
operation, and is carefully tested by 
experienced men. 


One-Piece Steel Trowel 


tieman, Seabrey Company, 11-16 
Union Square, New York City, repre 
senting the Kingsbury Mfg. Company 
of Keene, N. H., is making quite a 
feature of its No. 809 one-piece all 


One-piece steel trowel 

steel trowel which is light in weight 

and shaped to perform with the hand 

perfectly. 
The trowel 

has a blade of 6% in. 


11% in. and 
Each trowel is 


measures 


8 


packed in an attractive lithographed 
box. They come 12 dozen to a case 
aggregating all told 80 lb. in weight. 


Strauss Toys 

l’'erdinand Strauss, Inc., 9 West 22nd 
Street, New York City, is marketing 
two new toys which are sure to tickle 
little kiddies. One is “Usania” battle 
tank and the other is the “Knockout 
Boxers.” The “Usania” is a modem 
mechanical toy that is harmless and 
practical and appeals quickly to every 
child’s sense of military amusement. 
It is a miniature armored motor car 
9 in. long by 4 in. wide, with revoly- 
ing turret and painted battleship 
vray. Just wind the key and_ it will 


The “Usania” battle tank 
travel, fire the gun, make a loud re 
port and from the cannon’s mouth 4 
puff of smoke belches forth, to the 
great amusement of adult and child 9 
alike. The mechanical construction is J 
perfect and, it is claimed, will not get & 
out of order. Talecum powder is used 
to represent smoke and a small quant 
tity inserted in the turret will last 4 
long time. 

“The Knockout Boxers’ 


’ 


is an amus 


The Knockout Boxers” 


ingly exciting toy—full of life and 
fight. The battlers perform like real 9 
prize fighters. 
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A Sound Basis 


For Bigger Business 


YELLING Abbey & Imbrie Tackle 
is equivalent to telling anglers 
that you respect their sportsman 

ship standards and their knowledge of 
tackle values sufficiently to offer them 
nothing but the best. 


Such a basis of trustful understand- 
ing is the surest possible guarantee of 
your permanent success in tackle mer- 
chandising. 
Abbey & Imbrie tackle meets ALL 
needs of ALL anglers—why risk try- 
ing to hold their patronage with any- 
thing less? 
We are ready lo handle your orders NOW 
on the full 1919 line. The new Abbey & 1 
Imbrie catalog, that much sought after a eet . ea : pa - 


book of angling data, will be ready Feb 
15th. Write for your copy. 


ABBEY & IMBRIE 
Division of Baker, Murray & Imbrie, Inc. 


15-17 WARREN STREET 
New York 








Automatic Extinguisher 


The Luzerne Lumber Company, Lu- 
zerne, Pa., has introduced an auto- 
matic fire extinguisher which is con- 
structed of a small copper tank con- 
taining a power plant and extinguish- 
ing fluid, a fusible release plug, nozzle 
attachment and brass fittings so ar- 
ranged that contents are under perfect 
automatic control. 

The extinguisher works automati- 
cally, in case of fire, driving a liquid 
with great force through a spray noz- 
zle so directed that it floods engine 


we | SY 4 Lit | 
: 
| 





Luzerne automatic auto fire extinguishe 


and equipment with a chemical said 
to be harmless to metal or fabric, but 
dealing an instantaneous death blow 
to fire, smothering it beneath the 
closed hood and eliminating all per- 
sonal danger and preserving the ap- 
pearance of the car. The recharging 
of the power plant once a year or re- 
filling after use is all the attention re- 
quired. 


‘*Moore’’ Mud Hole Skid 


Landley & Schultze, Louisville, Ky., 
has perfected the “Moore” mud hole 
skid designed for use with any power 
vehicle, utilizing the driving effort to 
extricate it wherever traction is not 
normally obtainable. 

The skid is a section of plank with 
one end tapered so it may be forced 
into mud or sand, that is strengthened 
by a binding band of heavy metal. At 
the other end of the plank, retained by 
two stout clamps, is an iron bar, the 


Pa 


al-\ccessories 


ends of which are turned at right 
angles-to the main section and carry 
rings. One end of a chain more than 


Voore”’ mud hole skid in wse 

twice the length of the skid is secured 
to one of these rings and at the other 
end of the chain is a hook. 

When used the tapered end of the 
skid is forced wnder the tire of a driv- 
ing wheel that has no traction. The 
chain is carried between spokes back 
of the axle center so there will be draft 
upon it as the wheel is turned. The 
other end of the chain is hooked to 
the ring at the broad end of the skid, 
and the slack taken up. When the 
engine is started the turning of the 
wheel will wind the chain on the brake 
drum and the wheel will roll along the 
skid. After the wheel is well on the 
skid and traction is positive the chain 
is cast off. 


Buck’s Auto Jacks 


Monroe Buck, Glens Falls, New 
York, is manufacturing a line of jacks 
which meet all the requirements when 
cleaning, repairing or storing the car. 

The jacks are manufactured on the 
principle of a folding horse with stand- 
ards of hard wood and connecting 
links and feet of pressed steel; light 
in weight yet so strongly braced that 
they will support the heaviest passen- 
ger car without any danger of 
tipping over. They are mechanically 
perfect, fully guaranteed and can be 
folded and nested together in sets of 
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Showing a Buck auto jack in use 4 


4 weighing only 12 pounds. 

are applied by placing the lifting jg@ 
in the center of the front axle, raisi 
it high enough to place the jacks un 
it, and then by lowering same until € 
axle rests upon them. This is f 
peated on each end of the rear 
If there is a truss rod under the r@ 
axle, the jacks can be opened to alli 
the rod to pass between the standafi 
above the connecting links. a 


New Delion Tire 


The Delion Tire and Rubber Ca 
pany, Trenton, N. J., has announced 
new pneumatic tire which is guaral 
teed to be permanently non-skid 
to give at least 7500 miles of wear. 
is constructed of a combination of ral 

5 











New Delion tire +4 


ber stock and fabric, with the fab 
standing on edge so as to come @ 
stantly in contact with the road sf 
face. This gives the tire its non- 
qualities. The tread construction’ 
the tire is entirely different from 
other, for the fabric is impreg 
with rubber under a new proces@g 
which the rubber is drawn into” 
fabric by suction instead of forcé® 
by pressure. 











